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Quality Wins New V ictories 


The Fight of Price Versus Quality is a Bitter Struggle 


S it easier to tame the Mississippi than it is to 

direct into profitable channels this widespread in- 

dustry of ours? If stock is held back by weather 
and then dumped into clearance spillways, there will be 
inevitable profit losses. If the stream of shoes to the 
public is price bound, it will make the merchant more 
interested in building up great dykes protecting price— 
let the quality flow where it may. 

Eventually “Ole Man River” will be tamed at its 
souree—through power reservoirs far up along its 
tributaries. Eventually the shoe industry will be made 
profitable by reservoirs of quality footwear, controlled 
by independent shoe merchants, who are powerful 
enough to hold to quality, to ignore the calendar, and 
to sell to the flow of human needs. These merchants 
will find capital enough to hold stocks of sufficient sizes 
and widths to render complete quality service. 

Nature teaches business if men will but study the 
laws and rules of natural progress. 

Quality is slowly making real progress through the 
rapid growth in the number of educated men and women 
who select only after careful examination of what will 
meet their wants, as well as their needs. 

The comparatively slow rate 
in growth of population, com- 
pared with the tremendous 
growth of wealth, reduces the 
necessity for largely in- 
creased production of basic 
utility footwear. 

In America each worker has 
four horsepower (the equal of 
forty men’s labor) behind 
him in the creation of “goods 
and services of value for hu- 
man use.” As horsepower in- 
creases foot power decreases 
and actual work shoes for 
heavy human use decrease in 
demand. 

Only by lifting quality and 


by taking the merchant by a friendly hand and leading 
him into getting more profit for himself, can every other 
factor get his proportional bit of the increase. 

Last week Frank C. Rand, president of the Interna- 
tional Shoe Co., addressed the Shoe and Leather Asso- 
ciation of Chicago, and in discussing the price problem, 
he said that “never in his experience has such resistance 
to higher prices been met.” 

The Editor of the BOOT AND SHOE RECORDER had op- 
portunity to illustrate to Mr. Rand why this was so. 
He pointed out that in the hard practice of business 
the hide man, being forced to pay more for his raw 
stock, has said to the tanner, “You have got to pay 
more.” The tanner, after making his leather, said to 
the shoe manufacturer, “You have got to pay more,” 
and the shoe manufacturer in turn, after assembling 
his parts in building the shoe, said to the retail shoe 
merchant, “You have got to pay more.” 

What was the natural feeling on the part of the retail 
shoe merchant who was fully aware of public opposition, 
and doubly aware of miserable weather conditions? He 
stiffened up and said, “I would like to know why.” It 
was to be expected that resistance would be met some- 

where along the line—and it 
was—aplenty. 

The Editor also explained 
that the only proper method 
of approaching this problem 
would be for the hide man, 
tanner and shoe manufac- 
turer to take a friendly arm- 
in-arm position with the retail 
shoe merchant and say, “Mr. 
Merchant, you ought to get 
more money for what you 
give. You give a_ profes- 
sional service in fitting, a 
real service in selection of 
styles, as well as sizes and 
widths, and you need more 
money for what you are do- 


[TURN TO PAGE 109, PLEASE] 
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ON’T take our word for it. Look at the pic- 
tures and then decide whether or not it is 
worth your time to come on to Boston for the 
Boston Shoe and Leather Fair, to be held in the Hotel 


Statler, July 9, 10 and 11. 


In all seriousness, however, the committees in 
charge of this annual market event have worked hard 
and have prepared a program of remarkable interest. 


First and foremost, of course, is the runway show 
with its theatrical accompaniment, which is described 
at greater length on another page of this issue. Suf- 
fice it to say that shoes which will sell the country 
over during September and October have been chosen 
by the style show committee, have been manufactured 

-in the best of New England’s many factories and have 
been designed to harmonize excellently well with cos- 
tumes which will be on sale in the retail shops at that 
time. And, incidentally, these same costumes are the 
ones which have been chosen for the models to wear. 


That, of course, is by no means all. There are the 
exhibits of the manufacturers and allied industries— 
some in the big ballroom of the Statler and others in 
the lobby on the same floor. There are also the sam- 
ple rooms on the floors above as well as additional 
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CHARLES T. HEALD, Vice-President. 
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Charles T. Cahill, 
Alfred W. Donovan, 








sample rooms at other hotels, such as the Copley Plaza 
and the new Ritz. 

No better opportunity ever has been afforded to 
check and compare styles and grades than wil! be 
offered at this fair with its many exhibitors. Indica- 
tive of the interest taken by manufacturers is the fact 
that on June 20, almost threé full weeks before the 
opening of the show, all exhibit space had been con- 
tracted for and all the allotted rooms at the Statler 
had been booked full for the three days. 

Indications are that the attendance will be far 
larger than at any previous fair held in Boston, and 
buyers in groups, representing enormous purchasing 
power, are planning to foregather and to place orders 
for early fall selling. Notable among these groups 
will be that of the Cavendish Trading Corporation 
with headquarters in New York, buying agency for a 
number of large department stores in various parts 
of the country. . 

No fair is complete without entertainment, however, 
and New England entertainment is a byword. All 
comers are welcome, according to the committees of 
men and of women which have this portion of the 
fair in charge. 


June 30, 1923 
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Probably no part of the entertainment will make a 
stronger appeal than that on Wednesday afternoon 
and evening, July 11, when Country Club Day will be 
celebrated. 

The Hospitality Committee, in charge of this day’s 
entertainment, is headed by Paul O. MacBride of the 
Milford Shoe Co., as chairman, and he will be assisted 
by a large number of associates, at least 90 per cent 
of these being traveling shoe salesmen. This year 
the outing is to take place at the Woodland Golf Club 
in Auburndale, on the outskirts of Boston—one of 
New England’s most attractive country clubs—and 
the special features will be a golf tournament in 
which the guests of the fair will have an opportunity 
of competing for a large list of prizes. The commit- 
tee in this part of the program will this year have the 
active cooperation of the New England Shoe and 
Leather Golf Association, Everit B. ‘Terhune, presi- 
dent. 

Following the golf there will be an informal din- 
ner at 6.30 p. m. in the restaurant of the Woodland 
Club, at which a program of light entertainment will 
be given. 

Visitors will be taken on this outing by automobile 
or train, and the party will return to Hotel Statler 
in time for the final showing of the Style Revue. 

Registration at Hotel Statler will be necessary in 
order that visitors may receive their Country Club Day 
invitations. 

The personnel of the Hospitality Committee, Paul O. 
MacBride, chairman, is as follows: Ernest D. Hasel- 
tine of E. D. Haseltine Co., Newburyport, and Edwin 
T. Cady of Griess-Pfleger Tanning Co., Boston, and 
the following traveling shoe salesmen: 

E. J. Andrews, G. L. Ashe, Roland L. Ball, M. C. 
Galvin, H. M. Barnes, Ernest H. Beers, David L. 
O’Berry, Byron M. Brewer, J. Goddard Brown, Ed- 
ward Canning, D. R. Carr, Clarence N. Cogswell, Fred 
R. Condon, L. B. Cubbison, Herbert Cunningham, 
George T. Cummings, Charles J. Cunningham, S. L. 
Curry, A. W. Darling, T. A. Delany, Arthur R. Darois, 
T. H. Deschamps, John Leo Dowd, R. F. Doyle, Law- 
rence P. Duffy, W. H. Ellice, Robert I. Emmet, Ernest 
T. Fogg, G. W. Foster, F. C. Fowler, William F. Gaff- 
ney, W. E. Gerrish, D. R. Goodin, H. P. Goss, John E. 
Harvey, C. S. Hoar, W. J. Howe, L. A. Hunt, John J. 
Hughes, Frederick W. Johnson, A. F. Jones, B. H. 
Jones, Charles E. Joss, Everett L. Lally, W. H. Lar- 
kin, H. W. LeFavor, F. W. Lord, G. J. Loveley, Harry 
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P. Lynch, Hector E. Lynch, Sr., George A. McIntire, 
Stanley L. Mathes, Henry P. McNulty, T. H. Meade, 
Jr., John M. Meggett, Charles W. Morrill, Edwin S. 
Murray, M. Nazro, Frank B. Newhall, William Noll, 
W. M. Oakman, J. E. Phelan, W. D. Pitcher, James T. 
Powers, John F. Powers, W. M. Prescott, R. G. Reed, 
Francis E. Ryan, Charles W. Stiles, John B. Sullivan, 
John F. Sullivan, D. J. Tobin, J. J. Whalen, Carlton 
L. Whitcomb, L. P. Wright, F. M. Colburn, E. M. Cox, 
J. F. Crehan, R. F. Doyle, N. M. MacDonald, G. W. 
Manson, Jr., G. L. Starks, Elisha James, T. F. Tully, 
Robert Mills. 

Another interesting phase of the three days’ hos- 
pitality program will be the outings complimentary 
to visiting ladies, this being in charge of Mrs. William 
H. Bresnahan, wife of the president of the Fair, as 
honorary chairman, assisted by Miss Helen M. Haney, 
who has had executive charge of this work for sev- 
eral years past, and a group of other well-known 
ladies, among whom are: Mrs. Thomas F. Anderson, 
Mrs. Buford H. Jones, Mrs. Charles T. Cahill, Mrs. 
Charles T. Heald, Mrs. A. F. Bancroft, Mrs. Paul O. 
MacBride, Mrs. Ernest D. Haseltine, Mrs. Edwin T. 
Cady, Miss Frances Cross, Miss Margaret J. Mona- 
han, Mrs. James H. Stone, Mrs. Everett H. Bradley 
and Mrs. George W. Langdon. 

While the ladies’ program has not yet been definite- 
ly announced, it probably will include an automobile 
trip to Gloucester on the North Shore, on Tuesday, 
July 10, with attendance at the Style Revue in the 
evening. On the following day, July 11, the visiting 
ladies will be taken to Concord and Lexington or some 
other place of historic interest near Boston, winding 
up in the evening with a theater party. 
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To show clearly what shoes will be worn for 
various occasions during September and 
October. 

* * * 
To picture with what costumes these shoes 


are most suitable. 
* * *% 


To eliminate from the runway everything 
which does not help directly to achieve the 
foregoing objects. 

* * * 

To stage high class theatrical entertainment 

between the various acts of the runway per- 


formance. 
* * * 


HIS is the platform adopted early in the 

game by the committee in charge of the 

style revue of the Boston Shoe and 
Leather Fair in the ballroom of the Statler. 

Briefly, Chairman A. F. Bancroft’s commit- 
tee feels and has felt from the start that a 
revue which does not give accurate style in- 
formation, which cannot be depended on to 
serve as a buying guide, is worse than use- 
less. And they promise, in this coming show, 
to give just that. 

Under the technical direction of Madame 

Hamilton Jefferies, fashion editor of the Boor 
AND SHOE RECORDER, only the highest class 
professional models have been selected. These 
have been chosen not only with a view to their 
modeling ability but also with reference to 
their ability to be seen at their best in the 
costumes selected. 
- Specially designed costumes have been 
made for each of these models and the shoes, 
which will be identified by the name of the 
manufacturer, are being made up according 
to specifications detailed by the members of 
the style revue committee. 

All told there will be six of these runway 
performances, one afternoon and one eve- 
ning show on each of the three days of 
the fair. The afternoon show will begin 
at 3:30 P. M. and the evening show at 8. 
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Ten models will be used. 
All will appear twice at 
each performance. 

In staging the entrance of 
the models, an exceptionally 
clever method has been adopted. 

It has been customary, in past 
shows, to have the model enter the 
stage through a doorway, cross the 
stage and then step to the runway. 

Realizing that by far the greatest 
interest will be in the shoe, and should 
be, a curtain arrangement has been 
planned which insures that the first view 
of the model will be of her feet only, spot- 
lighted, with the rest of her body concealed 
behind a curtain. As she moves across stage, 
more and more of the body becomes visible until 
she appears, full length, at the stage end of 
the runway. 

Another thing which the committee has kept in 
mind is that in many cases more than one type of 
shoe is suitable for wear with each costume displayed. 
Consequently, models will not wear pairs. Each model 
will have on her right foot a shoe which is salable and 
which can be worn with the model’s type of costume. Her 
left foot will be shod in an entirely different style, but one 
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equally suitable and which will harmonize with the 
costume just as well. 

This gives retail merchants a double opportunity 
to select stocks. It may be, for instance, that he will 
need shoes for his trade to be worn with afternoon 
tea frocks. If the shoe shown on the right foot of 
the tea frock model does not appeal to him as being 
the right choice for his trade, he still has an oppor- 
tunity of making a choice from the shoe on the left 
foot instead of being left in the dark as to what other 
types of shoes he can safely push for afternoon dress 
wear. The same is true for evening, as all models 
during at least one of the performances will show a 
georgeous array of evening clothes and each model 
will wear two styles of footwear, both of which 
harmonize with the evening garb. 

Reckoned up in cold figures, this method of multi- 
plying the usefulness of the models means that, all 
told, 240 different styles will be shown on the run- 
way during the three days of the fair. 

There are ten models, each appearing twelve times 
(twice at each performance). Each time they appear 
they wear a different set of shoes, one style on one 
foot and one on the other, making a total of 240. 

Few style shows in the past have shown more 

styles than will this one. 
Afternoon. performances, unless present 
plans are changed, will be devoted to the 
showing of shoes and costumes for 
travel and sports and for daytime 
wear. Evening performances will 
confine themselves to more 



































BOOT AND SHOE RECORDER 87 


formal garb for afternoon and _ evening. 

After five models have trod the runway there 
will be an interlude, with music and theatrical 
entertainment, before the next five come on, 
thus breaking up the show into small, more 
easily digested “bites,” so to speak, and allow- 
ing the buyers present ample time to make full 
notes of what they have seen before the next 
procession starts. 

Special curtains and drops have been designed 
and painted by a well-known theatrical artist 
and all the necessary props have been built and 
are ready to put in position for the start of what 
Boston firmly believes and predicts will be the 
most successful of any style show ever held any- 
where. 

In commenting on the style show, Madame 
Jeffries said: 

“In planning the style revue of the Boston 
Shoe and Leather Fair, Chairman A. F. Bancroft 
has considered every angle in which the retailer 
and manufacturer will benefit. 

“When the style show was planned, the back- 
ground was considered first, not just a luxurious 
setting or a blend of gorgeous material, but a 
constructive harmonizing of fall colorings placed 
in their range of importance. These various 
shadings have been bordered and backed by comple- 
mentaries which will give the audience an opportunity 
to realize color value as interpreted in the fall fashions. 

“In previous style shows it has been felt that the 
clothes and the style of models very often held the 
primary interest, therefore taking away the importance 
of the footwear, for which the show is primarily given. 

“Chairman Bancroft, together with his associates, 
has worked out a novel plan of showing the advanced 
mode in types and colorings. This has been accom- 
plished with complete cooperation with the manufac- 
turers of materials and garmentry and advance modes 
created for this occasion. The fabrics, the millinery 
and the stylings and colorings all cover the winter mode. 

“With these thoughts definitely in mind, descriptive 
cards of shoes have been sent to the manufacturers, 
with various standards to incorporate in the shoes; and 
it is anticipated that this show will feature advanced 
modes on 4B models, correct color harmonies and some 
of the most attractive shoes that have ever been seen 
on the runway. 

“Vaudeville of the highest type will be interspersed 
in both afternoon and evening shows. The show itself 
will run for three-quarters of an hour, between four and 
five o’clock, but the orchestra will play from three to 
five under the able direction of Morey Pearl. In the 
evening the orchestra will play from eight to ten, with 
the style show running between nine and ten. 

“The fall line of McCallum hosiery is just about to be 
placed in the hands of the salesmen, and these fall 
shades are at our disposal to be used to show the new 
color harmonies. 

“The untiring efforts of Chairman Bancroft and his 
associates have won the admiration of the committee 
for the systematic way in which the assembling of 
styles and patterns has been featured. It is anticipated 
that this show will not only be of great value to those 
in the shoe industry, but that it. will cause new interest 
in the allied trades, who are today watching the style 
conferences and the assembling of footwear as a key- 
note of what will go for the next season.” 
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Exhibitors at tre Boston Fair 


Shoe Manufacturers (Ballroom :) 


Booth Sample Room 


Booth Sample Room 
Number Number 


Number Number 


S. L. AGoos TANNING Co., Boston, 
ia ala:d we araldie aieiaer eaten aatue's 


AULT-WILLIAMSON SHOE CoO., Au- 
I cigs: eahtin: raw Gig ere wredor 


ALDEN, WALKER & WILDE, INC., East 
PP OSUNONIN, FOES. occ ccvvccesess 


ApBoTT SHOE CO., North Reading, 
DE Accedsrnukeqeseatyasebenes 


ABBOTT, ARMSTRONG, ABBOTT, INC., 
ING 6:65 -0'e-04:44:6-044.0 8106.60 


AVON SOLE Co., Avon, Mass 


AMERICAN SHOEMAKING,’ Boston, 
EE SOs Sia ek Cia oe eet eee 


ARNOF-LEVY Co., INc., New York 


ARNOLD Bros. & Co., North Abing- 
DMI, (a. y-d'4.0.0-<.4:6 096s 0d 50.00 


AMALGAMATED LEATHER COMPANIES, 
a eee 


N. Bequiz, New York City 


BANCROFT WALKER Co., Boston, 
ESL a era 


A. J. Bates COMPANY, Webster, 
Ae ea ad oats tks Pang ecwid soe 


Buiss & Perry Co., Newburyport, 
NS ia eh S as oe Single Bees <0 


BRESNAHAN SHOE Co., Boston, Mass. 


BRADLEY-GOopRICH Co., INC., Haver- 
SES: et OR a ane 


BonpD SHOE MANUFACTURING CoR- 
PORATION, Lynn, Mass 


OMA A eA i!" 


48 


66 


61 


53 
17 


24 


26 


674 


569-571 


652 


580-582 
584-586 


422-423 
426 
W514-W516 
W518-W520 
562 


600-602-604 





BARBOUR WELTING Co., Brockton, 
EE aes Selby cea din ews anne ine 


BAYER Bros. LEATHER Co., New 
York City 


BECKWITH MANUFACTURING Co., Bos- 
NE SivaG us as0-wk ees seein 


BRANDT LEATHER C0O., Norwood, 
EES EE eRe ere ee eae 


Beccs & Coss, INc., Boston, Mass... 


GEORGE E. BELCHER COMPANY, 
DOOMGREON, TEREB. occ cesccccccecs 


BooT AND SHOE REcORDER, Boston, 
PS rt Se het eae 


CALF LEATHER GROUP 


CONAWAY-WINTER-OCHS, INC., Bos- 
PIES a5 66 S.csho065sesendeers 


CLAYMAN. SHOE Co., Boston, Mass... 


COLELLA & LEIGHTON SHOE Co., 
PN I is. aae woman madans 


CHURCHILL AND ALDEN COMPANY, 
ON ONS Sete cicwcewneds 


EDWIN CLAPP & Son, INC., East 
SE, SDS: occ oak00b-060% 


CONRAD SHOE Co., Brockton, Mass... 


COMMONWEALTH SHOE AND LEATHER 
Co., Whitman, Mass. .....ccccese 


CLARK SHOE Co., Lynn, Mass. ....-. 
CRISPIN SHOE Co., Haverhill, Mass.. 


Jos. F. CoRCORAN SHOE Co., Brock- 
Be SEEN and c Ch owdsbude seca bes 


CENTRAL SHOE Co., Roxbury, Mass.. 


2-3 
632 
643-645 


613-615 


62 
73 


74 
52 


84 
506-508 
60 558-560 


Bis 665-667 
104 686-688 
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Number 
J. M. CONNELL SHOE Co., South 

DVRNTE, BON. 00: 5:060000000608% 110 
W. K. CHANDLER, INC., Boston, 

i tcc cosas atone esas ene caus 14 
CAMBRIDGE RUBBER CO., Cambridge, 

Re re eee 23 
CAHILL CARTON Co., Harrisburg, Pa. 

Curtis SHOE Co., Marlboro, Mass... 113 
W. L. DoucLas SHOE Co., Brockton, 

RE ie eee ne ee | 
DoYLE SHOE Co., Brockton, Mass.... 97 
DUANE SHOE COMPANY, Marlboro, 

Eee ee 101 
DopcE Bros., INc., Newburyport, 

Pa ticieee te nideweneeaew ee 100 
Wm. G. DopGE SHOE Co., Newbury- 

i ES spud en se0eb eieven 444“ 99 
DRYING SysTEmMs, INC., Chicago, IIl.. 7 
DIMOND Kip Co., INc., Boston, Mass. 16 
DUNBAR PATTERN Co., Brockton, 

ei eraing muiRigeine ee Ne ee eee 45 
DALRYMPLE-DUDLEY CO., THE, Hav- 

GE, EES 2s ese ccesvec8bevese 123 
F. C. DONOVAN, INc., Boston, Mass.. 36 
J. EINSTEIN, INC., New York City... 10-11 
EssEX RUBBER Co., Trenton, N. J.... 30 
FERN SHOE Co., Newburyport, Mass. 82 
FreLp & FLINT Co., Brockton, Mass. 93 
Fair-SEX SHOE Co., Lynn, Mass..... 117 
FieLp Bros. SHOE Co., East. Bridge- 

DE ES ab00ccsaceeeseseees 116 
A. FREEDMAN & Sons, INc., Brock- 

i Pe ccc civetquientonetes 124 
Grecory & Reap Co., Lynn, Mass... 68 
GILL PUBLICATIONS, INC., Boston, 

OS ES a ee rere 18 
GOoDYEAR TIRE & RUBBER Co., INC., 

Bam, Becton, Maes. ..cescccssces 25 


B. F. GoopricH RUBBER Co., Akron, 


eee eee eee ewes eer essere eeeeee 





Booth Sample Room 
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Number 


576-578 


660 
654 
W512 


406-408 
439 


532-534 


633-653 


765-767 
626-628 


614 


610 


444-446 
500-502-504 
627 


596 


W506 
421-428-433 


690 





AKAM a 











Booth Sample Room 


Number Number 
GRATON & KNIGHT Co., Worcester, 

DE dccadenkauteeskeeta tenes 39-40 
F. M. Hoyt SHOE COMPANY, Man- 

Bes es N55 Anns 0500048000 54 411-412-414 
HARVARD SHOE Co., Boston, Mass.... 126 404 
Harry M. Husk Co., Newburyport, 

eat kha id is a heer caiea 86 443 
ERNEST D. HASELTINE Co., New- 

er er 96 501-503 

505-507 
G. W. HeErRRIcK SHOE Co., Salem, 

DE deccodstoseenseue sane hones 107 570 
HARNEY SHOES, INc., Lynn, Mass... 105 606 
HIRSHBERG-STEIN SHOE Co., INC., 

Ee ee 112 557-559 
HEBERT SHOE Co., Stoneham, Mass.. 111 598 


W. F. HooLey SHOE Co., Lynn, Mass. 114 963-964 


HOAGUE-SPRAGUE CORPORATION, Lynn, 


SE Gi pchGhaeets ceneeseenes 19-20-21-22 622 
HAMILTON-WADE COMPANY, Brock- 

ge er errr er re 31 630 
F, Hecut & Co., New York City.... 436 
HIDE AND LEATHER, Boston, Mass. .. 42 
HAVERHILL SHOE NOVELTY Co., Ha- 

CS EE: 4odnccscvvnsaceves 32 776-778 
JELLERSON-RAFTER CO., Norway, Me. 87 445 
JACOBSEN, FORBES CORPORATION, New 

Pe EE Sie hsdn 06504640 s0056<5 4 
GEORGE E. KEITH COMPANY, Brock- 

St BES é40sddsvenesuuesisess 65 435-437 
KNIPE Bros., INc., Ward Hill, Mass. 59 413 
KASHIAN SHOE Co., INC., Chelsea, 

EE 66-6 66666504 0008-00060000000 118 773 
Kip LEATHER GrRouP, New York City. Room “C” 536 
K. & S. SHOE Co., Lynn, Mass...... 125 729-731 
Geo. A. LEARNED Co., Newburyport, 

DE Scitiesbannekenneee enh exe 09 574 
LIBERTY SHOE Co., Lynn, Mass...... 63 771 
G. Levor & Co., New York City.... 9 






MARKS-CHANDLER CO., Amesbury, 


MARLBORO SHOE Co., Marlboro, Mass. 
MARSTON & TAPLEY CoO., Boston, 


MILFORD SHOE Co., Milford, Mass. .. 


MUNROE SHOE Co., INC., Auburn, Me. 


MITCHELL-WELCH SHOE Co., West 
SN NE Saag dinig see ce aedei wae 


FRANK C. MEYER Co., Brooklyn, 


SILAS MUSLINER, INC.-GERMANIC 
LEATHER PrRopucts, INC., New 
York City 


McNIcHOL & TAYLOR, INC., Lynn, 
NE haa snd Gia ite wage ied ae oha x 


NATIONAL FABRIC AND FINISHING 
ee er ee 


OLp COLONY SHOE Co., Brockton, 
SE ad ignites wictoieado.a'e oe ants oe sales 


M. A. PacKARD Co., Brockton, Mass. 


THOMAS G. PLANT CORPORATION, 
I I, 0500.59 00.0105 Se'd'06 


PECK SHOE Co., Worcester, Mass.. 
PRIME SHOE Co., Boston, Mass 
PAcIFIc SHOE Co., INc., Lynn, Mass. 
PANCO RUBBER CO., Chelsea, Mass. . 


RICHARDS & BRENNAN CoO., Ran- 
SI, Sal. « cariwreceteee-e wes 


W. B. Rice SHOE Co., South Brain- 
NES: dictators ciprsia View -<i0e 


RICKARD SHOE Co., Haverhill, Mass. 
ROBERTSON LEATHER CO., INC., New 


THE REYNOLDs Co., Providence, R. I. 


STETSON SHOE Co., INc., South 
PONONUN, TEGOE. occ cciecsccsend 


STONE-TARLOW Co., INC., Brockton, 
EA Os met bare S decease aw ae « 
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72 
88 


79 


121 


Room “B” 


92 


33 
43 


56 


57 


Booth Sample Room 
Number 


Number 


424 
566-568 
425 
W614-W616 
W618 

409 


694 


561 
678 


449 
416 


405-407 
594 
706-708 
675 
619-621 


434 


682-684 
601-603-605 


668-670-672 
419 and 420 


W716-W718 





Booth Sample Room 
Number Number 


SCHWARZ, RuGGLES, INC., Rockland, 
DE poh sakes ar iteneawen so ae 


SHAPIRO, WAGMAN SHOE Co., Ports- 
eS ee error 


GEORGE STRONG Co., East Wey- 
I, CL os aescnnsccneseess 


SLIPPER CITY SHOE Co., Haverhill, 
ee ee ome. nee 


Stacy-ADAMS Co., Brockton, Mass... 
SCHOLNICK SHOE Co., Boston, Mass. 
SHOE Form Co., INc., Auburn, N.Y. 
STANDARD Kip Co., Boston, Mass.... 
SHOE RETAILER, Boston, Mass 


SPAULDING Fisre Co., INc., North 
Rochester, N. H. 


SAMUEL SHAPIRO, New York City... 


SHOE AND LEATHER REPORTER, Bos- 
Pl SG niesechecasensesenees 


THOMPSON Bros. SHOE Co.,. Brock- 
SE net cad Vane nek aemton is 


TOLMAN PRINT, INC., Brockton, Mass. 

THAYER-Foss Co., Boston, Mass.... 

UNITY SHOE MANUFACTURING CO., 
Brooklyn, N. Y 


UNITED STATES RUBBER CO., New 
York City 


UNITED SHOE MACHINERY CORPORA- 
TION, Westen, MGS. ...cccccsvees 


UNITED SHOE PATTERN Co., Lynn, 
623-625 
WALL-STREETER SHOE Co., North 

SE NS os 4-5 5, awake mgip eds 565-567 


WIseE & Cooper SHOE Co., Auburn, 
DN ANE és eitintin J40.0%,0ee 919.669 78 427 


WRIGHT -GOREVITZ-MCNAMARA_ CO., 

FEQUOTIL, MEGDE, occcccccdcwcces 81 450 
E. T. Wricut & Co., INC., 

EE reer ee ee 58 438-—44( 


WaTSson SHOES, INCc., Stoughton, 


BD bases ee dedns ce oadanoue ees 95 429 


Statler Big. 


AAA) 
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A. F, BANCROFT 
Chairman Style Show 
Committee 








JONES 


H. 
BUFORD aE 
Chairman Sample Room 
ul 

















BUILDERS of the BOSTON SHOE and LEATHER FAIR 


Committee Chairmen in Charge 


of July Show 
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Getting More Shoes Sold Right 


Why Not Merchant Relief ? 


¢ E have heard so much about farm relief, and 

how farm ballyhooers moved out on Kansas 
City and Houston, that we now put before the en- 
tire country the positive need of merchant relief. 

Ninety per cent of the farm agitation was by 
professional lobbyists and job seekers. A well- 
known financial writer dares to make the state- 
ment that “The agricultural section of the coun- 
try on the whole is more prosperous than the in- 
dustrial section at the present time.” 

If the farmer has his grievance, what about the 
inarticulate trials and tribulations of the small 
town merchant? He is the man who carries civi- 
lization’s burden. Take a good look at the long 
over-due credits on his books, and you will see that 
he is carrying, not only rural] but urban and sub- 
urban accounts that in all probability will never be 
paid. The crop of shoes that he has on his shelves 
that are not wanted, has a close parallel to the 
farmer’s surplus crop, but who is there to move 
the merchant’s stock? 

At one of the recently-held conventions the sug- 
gestion was made that the top shelves in shoe stores 
should be abolished. That’s one form of merchant 
relief. We would go still further and abolish base- 
ments, and those hidden carry-all corners that con- 
ceal, instead of reveal, lost dollars. It would need 
a billion dollars of Congresses’ money to buy up 
the old stock of merchants in all lines, so that it 
could be shipped to the heathen Chinese, and even 
then the merchants of China would object. 
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But the shoe merchant is not asking for legisla- 
tive relief. He is working out his own store’s sal- 
vation. He is planning to clean house, because a 
new day and order in footwear is ahead. We stil] 
maintain that the shoe business is good for the 
merchant who knows how to play it. 

It is easy enough to give advice to move the 
goods, regardless of a profit, but it is not at all 
possible to do that “little thing” in practice. The 
merchant has got to slowly and carefully reduce 
his old stock, but meanwhile make plans for the se- 
lection of the new. If his store is stock-heavy, he 
should plan to sell three pair while he is buying 
two. 

What this country needs is calendar relief. We 
are almost in favor of George Eastman’s idea of 
thirteen months of four weeks each in a year, if 
for no other reason than it might serve to abolish 
the automatic idea that the first of July marks clear- 
ance time. If the merchants stands on the thresh- 
old of the Fourth of July with a stock that is nine- 
ty days late, and a summer stock that hasn’t moved 
any faster than straw hats, what folly to throw sea- 
sonal goods away without a profit. 

We need calendar relief, and if such a deception 
can be played on Old Father Time as to give us 
daylight saving time and God’s time (“as the farm- 
er says”), then certainly this is one season when 
we can develop new selling time. Let us start a 
merchant relief from those traditions of time and 
space, made antiquate by new methods, new mer- 
chandise and new thought. 


Most Intricate Business 


HE story is told of a visitor to a big sheep 

ranch being inquisitive of each worker’s job. 
He was introduced to a man whose job it was said 
to be that of counting sheep. Such a job aroused the 
curiosity of the visitor. The sheep counter and he 
were riding along and came to a plateau which 
seemed to be covered with sheep. The stranger 
said, “You are a sheep counter. Tell me how many 
animals there are there.” After carefully looking 
over the flock and mumbling as he counted, he said, 
“6843.” “Marvelous,” said the stranger, “how do 
you do it?” The sheep counter answered, “Oh, 
that’s easy; I count all their legs and divide by 
four.” 

Some such difficulty would face any student who 
made a complete study of shoes from the hide on 
the animal’s back to the finished sale at retail. The 
present generation is too prone to take the shoe as 
a finished article entirely for granted. The simple 
pump, representing a few square inches in upper 
stock, a sole, heel and stitching, oftentimes does 
not look its price. But into that simple shoe has 


gone a tremendous amount of effect and selection. 
Before the manufacturer assembles the thousand 


June 30, 1928 





sa 








D, 1928 






gisla- 
S sal- 
use a 
e still 
r the 








e the 
at all 

The 
duce 
1€ se- 
y, he 
lying 











We 
a of 
r, if 
olish 
lear- 
‘esh- 
line- 
oved 
sea- 










tion 
2 us 
rm- 
hen 
rt a 
and 
ner- 






















ne 











June 30, 1928 


and one materials that go into a day’s run of shoes, 
there is a vast army of workers in the service of 
supplies. _ 

To bring about a proper appreciation of the shoe 
as a garment of modern fashion, it is well to look 
at the detailing and selection of the ingredients that 
go into footwear. One June 9 we showed how com- 
plicated shoemaking was, when it necessitated over 
202 operations. 

In this issue we show the details of hide selec- 
tion that must develop even before tanning is 
started, and in next week’s issue we show how the 
entire world is scoured for kid skins. Thereafter, 
month by month, we will indicate to a new genera- 
tion of shoe men some of the wonders that go to 
make up the romance of footwear—to develop a 
proper appreciation of the intrinsic worth of shoes. 


Quality First 
A T the breakfast table he made an important 
announcement: “I am going to buy a straw 
hat. And I don’t intend to pay more than $5. 
That’s enough for four months’ service.” 

So he entered the haberdasher’s store intending 
to exchange a $5 bill for a new straw hat. A cour- 
teous clerk greeted him at the hat counter. 

“Here is our best selling number this year”— 
and he handed the man a beautiful leghorn—the 
best in the store. 

“That is a good hat,” said the customer, not so 
much because he was enthusiastic about the hat, 
but more because he wanted to impress on the 
clerk that he also knew 
quality merchandise 
when he saw it. “But 
I’m not going to pay 
over $5 for a hat,” he 
continued. So the clerk 
showed him a $5 hat— 
good for the price, but, 
of course, a striking 
contrast to the $10 hat. 

Off came the $10 hat 
—on went the $5 hat. A 
few moments of silence. 
Then the quality germ * 
began to work. That 
first impression of qual- 
ity simply would not be 
crowded out. Several 
$5 models were offered, 
each one tried on, but 
between each new try- 
out that man just sim- 
ply couldn’t help going 
back to the $10 hat. 

The salesman didn’t 
say a word—he kept e,——= 
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tinuously ever since. 


chants in America. 














—— 
The ‘Reason Why 


BROOKS WIGELY 
Chillicothe, Mo. 


The day I started in business I subscribed for the 
Boot AND SHOE RECORDER, and have read it con- 


We certainly appreciate your loyalty and friend- 
ship to the Recorver, Mr. Wigely. 

A good habit is a good habit to keep. 

We are happy to believe that Recorder readers 
represent the most successful group of shoe mer- 


a aK - 
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feeding up cheaper models, knowing full well that 
although the man had stated he had a $5 pocket- 
book, he had a $10 mind. 

“You like that $10 hat, don’t you?” said the 
clerk. “Do you know we are selling more good 
hats than cheap hats this year. They keep their 
shape better, they clean better, they are lighter, 
and it’s your kind of a hat.” 

Sold! All because that clerk had the courage 
and good selling judgment to show quality first. 
That first impression simply overruled that precon- 
ceived $5 decision. Quality merchandise and price 
merchandise never really compete. 


Dancing Shoes Increase 


ITH every change of human habits and pleas- 

ures there comes a corresponding change in 
apparel and footwear. A most amazing increase 
in dancing has been noted. Dancing has always 
been one of the recognized forms by which human- 
ity gives expression to happiness, pleasure or joy. 
Can it be said that women and men of today are 
happier than those of any previous period? 

Dancing footwear now forms a complete new 
division of merchandise in many stores. To give 
some idea as to statistics on dancing, one hotel in 
New York records not less than 1000 persons a 
day dancing there. One of the remarkable obser- 
vations at the Brooklyn style show was the indica- 
tion of luxury in dancing footwear. The more ex- 
pensive the material, the more often its use in 
dancing footwear. Once dancing was mostly a 
winter function. To- 
day it knows no sea- 
son. The same beauti- 
ful selections are pos- 
sible for summer danc- 
ing as for the winter 
dance floor. 

We look for an in- 
crease in luxury foot- 
wear to correspond with 
the increase in dancing. 





a 





Very truly yours, * ¢ @ 
(Signed) 


BROOKS WIGELY. Izaak Walton once 


. said: “He that loseth 
his conscience has 
nothing left.” Accord- 


ing to that there is a lot 
of poverty in business 
today. Too many men 
excuse a white lie. Too 
much of the old stuff— 
“let the buyer beware.” 
Substantial business is 
builded upon a firm 
foundation of TRUTH. 


President 
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Study Style at its Source 


HE merchant who 

makes a trip to market 

finds out more about 
each and every style than he 
who stays at home. The mer- 
chant who makes a trip to all 
the shoe markets naturally multiplies his sources of 
information, and is better equipped for real fall fashion 
selling activity. He wants to know the réason why 
certain colors and designs are salable, and why others 
are not. He tests before he buys the new season’s shoes. 

Here is an example of tracing style to its source, so 
that the information is transmittable to the sales people 
in the store, to the advertising man, and to the public. 
Here is the legend of the shoe in blue: 

An inspired French designer, wishing to emphasize 
the beauty of a pair of blue eyes, designed a blue felt 
helmet. He finally got the right color in the peacock 
blue shade that seemed to emphasize the blue in the 
feminine eye and make larger and more limpid the 
corona of the eye. The eye became bigger and bluer, 
because of the blue on the frame of the hat. It didn’t 
take long for the coat man to develop a summer coat 
in the same magic color. 


Go to Market in July to Get the 
Complete Picture of Fashion 
in Footwear. 


Now the dress, to go along 
with the ensemble, was several 
shades lighter or darker, as 
taste might want it. So the 
obvious thing was to put on a 
pair of black shoes and call it 
a, day’s work, just as in America the aviation costume 
consists of a leather hat, leather coat, skirt or knick- 
ers, all of leather, and when it comes to shoes, what have 
you. Nobody has as yet designed a smart aviation shoe 
for feminine wear. Somehow or other black in footwe:, 
te go with this blue ensemble, looked out of place. This 
was one shade of blue that did not blend with black. 

Heretofore black has always been the foundation 
color, good for almost anything in footwear. The need 
was seen for a tone of blue that would blend with ‘he 
rest of the costume. The same shade as the hat was 
out of the question. Thereupon came the inspired ica 
of midnight blue in leather. This leather shade carries 
with it something of a surprise. You have to look :t 
the shoe to be sure that it is blue. 

The rest of the ensemble is obviously in the blue 
family, but the shoe is a blue that registers only when 
it is looked at with the intention of finding its true 
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A new grace and beauty 
is coming to pump lines 
through the use of col- 
lars and high throats. 






















color value. It is a daytime blue, and 
when night comes as the rest of the 
blue costume darkens with the night, 
this shoe becomes almost black. 

Here we have a new use of blue in 
footwear that is so significant that 
in all probability blue will hereafter 
remain a classic in footwear. For six 
fall seasons blue has been attempted, 
and each time those pioneers who have 
bought it to sell at retail have failed 
to put it over, but this time the color 
has “clicked.” It is in the shoe dress 
of tre future. 









'AKING a forward pass over 

the Summer season, as every 
good shoe buyer must do, there is an 
optimistic future ahead for his con- 
sideration. The Fall season in its 
footwear selection is more clearly de- 
fined than any similar Fall season in 
years. There is greater accord in ma- 
terials, lasts and patterns in all di- 
visions. The little touch of reptile as 
an accent in the shoe finds its place in 
footwear at six dollars and up. In the 
popular priced field, ranging from $6 
to $8.50, patent leather leads all other 
types for Fall selection, but the ma- 
jority of patterns, cut in patent 
leather, must be trimmed in an har- 
monious complement. Patent, trimmed 
with gunmetal or novelty leathers of 
deeper shades, and in the black lizard 





























Straps must have a rea- 
son and a purpose. The 
lover’s knot, so-called, of 
intertwined straps, is 
very smart. 













this 
oxford type for smart Fall tailor 
wear. 


Little harness buckles on 








The Prince of Wales pattern, so- 

called because he was the first to 

wear the tongueless golf shoe, 

has now been made a smart walk- 
ing number. 





Little patches of lizard and snake 
have their place in modernistic 
Fall footwear. 





Ornamentation over the 
instep on the strap, in 
metal and enamel for the 
Fall. 


















and snake, is an assured trend for 
Fall. 

More styleful shoes will have the 
contrast in the lighter colored snakes, 
reptiles and fancy rrint leathers to 
brighten the patents. The place of 
the small ornament or harness buckle 
on the strap helps, also, to brighten a 
selection of fancy shoes for fall wear 
having a patent base. 


N the better grade shoe-making, 

delicate pipings of either silver or 
gold kid outlines each foxing and edge. 
The idea of the piping as a trimming 
to shoes is to emphasize the stream 
lines of the pattern. 

The browns in finished leathers, and 
particularly in suedes, all trend to 
the darker shades. The richer, deeper 
tonal colors are in demand. This 
leads to tailored oxfords and already 
the Fall outlook for tailored and 
fashion welt types is assured of popu- 
larity, price and profit. 

Brown kid, and combinations, come 
into the afternoon selection, because 
they have a new smartness, due to the 
delicacy of trimmings, edges, collars 
and foxings. 

Black satin and black mat kid show 
real fashion activity, but the satins 
run more to figured effects—moires, 
checks and blocks. The combirations 


of materials have a greater place 
than ever before. 








BOOT AND SHOE RECORDER June 30, 1928 


K laming Youth wants 
Square ‘Toes 


While the So-Called Fine City Trade Prefers the Plainer Shoe, 
There Is Little Indication Of Let-Up In the 
Demand for Doggy Footwear 


E are making a darker shade 
of brown for fall,” recently 
said a manufacturer of one 
of the highest grade lines of men’s 
shoes in the country, “and in our 
merchandise, the percentage of this 
brown, of Russia calf and kid leath- 
ers, will be about fifty, with black 
Russia calf, kid, and patent leather 
forming the other 50 per cent. 
“In sports dines, this type of 
shoe will be as popular, in my 
opinion, for the fall and winter of 
1928-1929, at Southern California, 
Palm Beach, Miami and other high- 
class winter resorts, as it was last 
winter. There will be much white 
buck worn, with both black and 


brown trims; there will also be some The broad toe and fairly simple 


young men, the country over. The 
narrower-toed-type of high grade 
shoes is a young men’s trend that 
must not be overlooked. And here 
is an interesting thing. Some little 
time back, wearers of Tuxedos oft- 
times specified a dull black for their 
evening shoes, but they now want, 
and will want in increasing demand 
for fall and winter functions, a shiny 
patent leather shoe as a Tuxedo 
accessory.” 

A maker of medium grade men’s 
shoes interviewed said: 

“The younger men still want the 
broad toes, but the conservative type 
of man buying medium grade shoes, 
to retail at from $7 to $10, wants the 
narrower toes, and narrower shanks. 
There is a growing tendency in 


very light gray elk uppers, with flay 

black and tan trims, and these num- SS oe - = B ye colleg € medium grades toward the custom 

bers will carry spike soles in increas- ite b ea of yer cn oggmess. ‘iast. The English idea in men’s 

ing proportions. aie ty ~ ~ nee so aan shoes is strong. Wing tips, and cen- 
y : ter perforations on straight tips, 


“Wing tips will be in demand on 

sport shoes, but perforations, even small round brass eyelets. carrying out the ‘Dear O]’ Lunnon’ 
on regulation sports’ patterns, will . 
be fewer and smaller. The retail shoe mer- 
chant should not overlook the importance of 
white buck, with its contrasting trims, as 
almost a staple seller for next season. We 
play golf up North here until December, and 
then we go down South and play golf there 
until it is time to commence again up North. 
To my mind, white buck, with tan and black 
trims, will be even more popular than last 
year. But watch the Southern resorts. 
Whatever the golfers wear at Coronado and 
Miami this coming fall and winter will be 
the favorites the next summer at the Coun- 
try Clubs of New England, the Middle and 
Far West. 

“Young men still like a broad toe, but the 
| fine, city trade, are certainly expressing their 
| preference for the narrower toes, and more 
_and more will these be called for this fall 

‘and winter by ‘the ultra-fashionable’ of the 
’ ‘big burgs.’ Some of the more fastidious 
_ dressers among the young men like the nar- 
/ rower toes, and perhaps this last of the large 
' cities in a year or two will become more gen- 
erally adopted by the great majority of 
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Square eyelets; brass knobs on the quarter 


foxing line; 


foxings which are sharply 


angled instead of curved; scalloped tip pat- 

terns and many other forms of decoration 

go to make the “hot dog” numbers of the 
West in the medium and lower grades. 


motif, will be good sellers this fall and winter in high- 
grade stores. There is a wave of English shoe pattern- 
ing coming that is steadily mounting higher into public 
favor; there is no indication of any recession of this 
demand for fall and winter purchasing. There will be 
wing tips on custom lasts in numbers to retail at from 
$7 to $10. There is a growing tendency for more brown 
trims on white buck sport shoes.” 


“The young man of today likes doggy, broad-toed 
shoes,” said another manufacturer of men’s shoes made 
to retail at below $7. 

“In these lines, for general wear, black shoes, to the 
extent of 75 per cent, will be a safe proportion for any 
store’s stock; the other 25 per cent of tans will trend 


toward darker tones. Sport shoes will be in demand 
in the lower grades, in two tones of tan, with rubber 
soles; as will also white and tan and white and black 


numbers, with fancy sport soles. The men’s shoe busi- 
ness is grading up. Men appreciate style and good 
wear, and as much quality as their purses will stand. 
They want a $5 shoe to look like a $10 number.” 

This fall the black bugaboo is apt to rear its head 
again. Neither merchants nor manufacturers want it. 
It means the sale of too few pairs. Salesmen now on 
the road with their fall lines are advising merchants 
that it will be to their advantage to preach 50/50 black 
and brown to their customers. An all black fall would 
be one of limited pairage. 

One trend militating against the sale of too many 
blacks is the already noted growing demand for more 
and more “dog” in the volume lines. Here decoration 
runs riot and looks its best on the tan shoe. Pattern 
houses tell of strenuous attempts to find more parts of 
the shoe which can be pinked, perforated and multiple- 

stitched. Eyelet companies tell of the enor- 
mous increases in orders for visible eyelets 
of all shapes, colors and designs. And it may 
be noted that, on these types, the use of the 
soft toe box is increasing. 


Shield tips help 
give the “doggy” 
_ effect. 
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66 IDS get more 
of a kick out 

_ of looking at 

new shoes 


and trying them on 
than do grown folks,” 
says Maurice Yoskin 
of Geuting’s, Philadel- 
phia—and Maurice 
should know what he is 
talking about since he 
operates two very suc- 
cessful children’s de- 
partments for Geut- 
ing’s and is opening an exclusive shoe store for the 
younger generation in Ardmore, a suburb of Philadel- 
phia, in the near future. 

“Anyone who hasn’t noticed the real thrill that chil- 
dren get out of coming into a shoe store, where new 
styles, the kind of styles children want, has missed 
something,” he says. “We shoe merchants are foolish 
if we do not satisfy this desire on-the part of the wee 
moderns—it means profit, and a good profit, too, to us.” 

More and more, merchants are coming to realize this 
fact and are putting more time and atten- 
tion on building up their children’s shog 
departments and are selecting their shoes 
for children with more thought and. care 
and a knowledge of real style—for style is 
just as essential in children’s shoes as it is 
in adults’ footwear. 

Although novelty in patterns and mate- 
rials is less apparent in children’s footwear 
than in that designed for more mature folk, 
there is some demand for “high style” in 
children’s shoes which calls for tricky pat- 
terns and unusual materials. Fancy ox- 
fords this Fall, developed in-such materials 
as suede and reptile leathers, will have a 
place in high styled juvenile footwear. 


Winter 


— C omes 
‘Wee NG odern 


school 
for the junior miss 
of tan elk with wa- 
terproof sole and nov- 
elty tip 
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Tongue effects for 
girls give much pron- 
ise also. Boys’ shoes 
will follow along the 
lines of their adult 
male relatives. 

In shoes for school, 
play and_ everyday 
wear, however, chil- 
dren’s styles are tend- 
ing toward more sin- 
ple and more substan- 
tial models, according 
to officials of J. Ed- 
wards & Co., Philadelphia shoe manufacturers, who have 
already booked close to 80 per cent of their Fall busi- 
ness. 

Here is a resumé of the style situation as they see it: 

For the smaller children, sizes 1 to 6, high shoes are 
leading, with white kid in the front, followed by patent 
leather.as a second choice and tan elk, third. Both turns 
and welts are sought, but welts predominate. 

On sizes 4 to 8, practically all welts are specified, with 
some low shoes ordered for early Fall wear. Later de- 
liveries call for high shoes. Patent is the 
leading leather with tan and smoked elk 
second and third, respectively. Both ox- 
fords and high shoes are wanted in blucher 
effects, both with plain and shield tips. 

In the 8% to 11 run, the call is for plain 
sturdy shoes, mainly of tan or smoked elk, 
with good stout, yet flexible, soles. For 
dress shoes in this run, patent leather is 
specified mainly. For the two runs, 4 to 11, 
moccasin types in both high and low shoes 
are showing tremendous activity, and many 
of these call for two-tone combinations, such 
as a tan and smoked elk, in the same shoe. 

For the larger girls, taking 1112 ‘o 2 
sizes, the high shoe is rapidly passing out 
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A practical one strap 
tan calf shoe for the 
miss 


Patent and reptile 

novelty buckle one 

strap shoe for the 
miss 


Brown elk winter boot 
with shield tip for the 
small child 
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in favor of the low shoe, even for winter wear, although 
for rough wear there are some high shoes in tan elk, 
mostly with shield tips. Blucher oxfords, strapped pat- 
terns, tie effects and tongue effects are strong in this 
run. 

A wider variety of patterns and materials is seen in 
the misses’ run, 244 to 8. One and two-strapped models 
predominate, with oxford ties and step-ins abounding. 
One of the strongest notes is the profuse use of fancy 
buckles on the one and two-strap shoes. Practically 
no high shoes at all are wanted in this run. Patent and 
tan calf are the big volume materials, with suede and 
reptilian effects coming in for high style notes, and 
brocades and satins being used for party slippers. 

Whether or not the merchant will go in for high 
style in children’s footwear depends largely upon the 
character of his store. If he is handling high style 
shoes for men and women and caters to the class of 
trade which has money to spend for that type of shoe, 
he should carry the same type of merchandise for 
children. The high style game in children’s shoes, 
however, carries with it the same problems that exist 
in novelty shoes for adults. 

The one essential point, however, whether carrying 
staples or novelties, or both, is to stock a complete run 
of sizes and widths. People are becoming more and 
more insistent that their children be properly fitted, 
and it is sheer folly for any merchant to try to build 
up a profitable business on children’s shoes without a 
complete knowledge of proper fitting and a complete 
stock of merchandise with which to fit children’s shoes 
properly. 

Another thing that the public is demanding increas- 
ingly is good wearing qualities in children’s play and 
school shoes. For this reason soles of special tannages, 
designed to make them more waterproof and wear-re- 
sisting, are receiving more attention. This tendency 
toward building in more wear also explains the big 
drift toward elk tanned leather, which apparently wears 
better and retains its looks better under the hard usage 
that children give their shoes. More consideration is 
being given workmanship in children’s shoes, too, an- 
other point designed to increase wearing qualities. 
This applies particularly to stitching. F 
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Novelty two strap 

buckle oxford effect 

in tan calf for the 
junior miss 
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A wing tip, blucher 
oxford of tan elk for 
school or play wear 
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Moccasin type laced 
boot of brown elk for 
the young child 
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Small Town Ads 


Showing How the Merchant Without an Artist on His Payroll 
Can Get Metropolitan Effects with Shoe Cuts and 


article to show retail 

shoe merchants in smaller 
communities how they may 
grade up the appearance of 
their advertising—how, in 
fact, without any of the ad- 
vantages enjoyed by their 
brothers in the larger cen- 
ters, they, nevertheless, may 
have newspaper advertising 
with that metropolitan look. 

With that end in view we 
have taken typical advertise- 
ments from the New York 


T is the purpose of this 


Standard Print Shop Equipment 





Imported 
Sports Shoes 


These four models. newly arrived 
at Lord & Taylor. seem to carry 
out the best traditions of the 
British shoe—smart of line 
beautifully made, and preems 
nently comfortable. Made to our 


order in England 

L. English sports 3. The McAfecGit 
oxford of white he shor. all tan or 
buck with Java l- tan or black wath 
ard trim = 1650 white $27 38 
2 Imported tenn 4 McAfee golf ox 


shoe of wbite buck —_ ford intancalf «ith 
and black lizard = samp moccasin 
#10.75 $18.50 














remove at least some of the 
shoulder on the bottom of 
the shoe cuts and thus get 
the cuts just that much 
closer to the rule. 

Number 2, a Nettleton 
shop ad and the suggested 
adaptation, presents no com- 
plications which cannot be 
overcome in any printshop. 
no matter how small or how 
deficient in type equipment. 

The success of an adver- 
tisement of this kind de- 
pends largely on the success 









City dailies, submitted them 
to an advertising expert and 
told him to go ahead and 
show us how he would go 
about it to imitate those ad- 
vertisements were he in a 


sECOn0 FLooe 


Lord & Taylor 


FIFTH AVENE «(NEM YOR 





which you have in persuad- 
4 ing the printer to set up the 
body of the advertisement in 
lines which are shorter than 
the two rules which define 
the top and bottom of the 














town with no artist on his 


payroll and nothing but shoe This Lord & Taylor advertisement can be duplicated 
almost exactly in any print shop. The only difference amount of white space be- 
ener asteteben to denend will be that in the adaptation there will be some white 
paper p Pp Pp space between the bottom of the shoe and the rules 


cuts and an average news- 


advertisement in question. 
This leaves an agreeable 


tween your advertisement 


on. beneath. Study this as an example of the wise use of and the neighboring read- 


Let’s take them in one, 
two, three order, as they 
appear on these pages and see what he has done. 

Number 1 is a reproduction of a Lord & Taylor ad- 
vertisement which does not need an accompanying 
illustration as your printer will tell you that, with one 
exception, he can duplicate this advertisement just as 
it appeared in the New York paper. 

That one exception is in the heavier horizontal lines 
on which the shoe rest. He can give you the horizontal 
lines without any trouble, any size or length you want, 
but he will not be able to place the sole of the shoe and 
the heel right up against the line, or rule, as your printer 
will call it. There will be a little white space between 
them. This is due to the fact that the shoe cuts have 
little shoulders of metal around the outside of the cut, 
through which tacks have been driven to hold the cut 
to the wood block on which it is mounted. It is these 
shoulders which will rest against the rule but, as they 
do not show up when printed, that space will be rep- 
resented by white. But, perhaps your printer has in 
his shop a saw trimmer. If he has, he can probably 


white space in an advertisement. 


ing matter or display adver- 
tising. It causes it to stick 
out from the page and to catch attention. When you 
come to put rules around the shoe, you will probably 
find yourself given your choice among several. The 
one shown here is good. A single rule, slightly heavier, 
would also be good. Your printer may even have a s0- 
called halftone rule (gray and not black in color) or a 
so-called lithotone rule composed of very fine parallel 
lines. Either of these would be good provided they are 
not so heavy as to be more prominent than the shoe cut. 


N example No. 3, the adaptation is somewhat more 

far-fetched and does not, it is true, have the modish 
spirit imparted by the drawing in the lower part of the 
Frank Bros. advertisement. Nevertheless, it shows the 
same use of horizontal rules and if the name of the shoe 
is set a very light face italic type, and if the name 
itself is distinctive and modish, much of the spirit will 
be preserved. 

Incidentally, the arrangement of the shoe as shown in 
this adaptation shows the amount of white space be- 
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tween the rule and the bottom of the shoe which was 
mentioned before and which is caused by the fact that 
the shoulder on the shoe cut will not permit of the shoe 
being jammed up against the rule, as though the shoe 
were actually resting on it. 

One of the most interesting adaptations is shown in 
Fig. 4 where another Frank Bros. advertisement has 
been imitated. These wiggly rules are part of the 
standard equipment of all printshops. They can be 
cut to the proper length and built up by the printer 
just as you see them here. 

If, by any chance they are not available, try what are 
known as hairline rules instead. These are perfectly 
straight rules, very fine. The two parallel lines imme- 
diately beneath the shoe cut suggest the position for the 
headline. It should be fairly bold and it will be well 
for you to defer to the judgment of your printer as to 
what size type to use. After the size of type is decided 





MILLER-COOK SHOES 









































Plaza takes First Prize 
for Sport Shoes 


The Plaza pleasantly proves that expe- 
rience and skill are as important in sport 
shoe making as in sports. For Nettleton’s 
sixty years of fine shoe making inspired its 
deft design. Wing tipped and wide toed, in 
handsome white buck trimmed with rich 
tan calf; here's an all ‘round sport shoe 
champion— in everything but price! $12. 


“Tettleton 


HOTEL ROOSEVELT ‘W ALDORF-ASTORIN 
303 Madison Are 










































































Your Name 


STREET TOWN 


8 West 34th § 
HUDSON TERMINAL BLILDING, 30 Church Street 





In this advertisement there are any one of half a dozen 

types of rules in print shops which can be put around the 

shoe. The best one, if available, is that known as the half 

tone rule, which is gray in color and not solid black. The 

one shown here is very good provided the other is not 
available. 


on, he will be able to tell you exactly how many letters 
will be required to build a headline of the correct length. 
The headline, it will be noted, is slightly longer than 
the lines of type in which you tell your story. This 
leaves more white space between the body of your ad- 
vertisement and the adjacent rules and make it easier 
toread. The eye reads short lines better than long ones, 
which is a good thing to remember. 


N Number 5, our advertising expert took a Best & 

Co. advertisement and made a remarkably good job of 
it. You may be able to duplicate the Best & Co. border 
or you may have to fall back on the wiggly rule border 
suggested here. Even a plain rule would not be amiss. 

In this adaptation, also, provision has been made for 
a reference to hosiery. Or another shoe could be in- 
serted in place of the hosiery if you want to. Or a 
smaller type box with some special offering could go in 
Place of the hosiery cut. 

Number 6 will make your printer hit the roof. He 
will show you half a dozen reasons why he should not 
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PRICE 




































































FIRM NAME 


STREET TOWN 





| FRANK BROTHERS 


Rifth Avenue Boot <7 
Between 47% and 48% Streets. New 


Not a very good imitation, it is true, because the small 
town ad lacks a lady’s face and hands. But try giving the 
shoe a modish name and setting the name in a light fancy 
italic type and you will be agreeably surprised at the result. 



































do it. Some of them may be right, but most print- 
shops can duplicate the slanting arrangement of rules 
if they want to. It takes a lot of work but it will make 
a wonderfully effective advertisement, particularly in 
towns whose newspaper advertising all runs pretty 
much to right angles. 

If this were used in small space, fewer shoe cuts 
could be used provided you wanted to make clear the 
details of the shoe by using good sized cuts. 

“The aim of advertising,” says the book on “Foot- 
wear Advertising and Store Display” as prepared by 
the Retail Shoemen’s Institute, “is to convey a message 
to the reader and induce him to act on it. If this is 
done in such words that the attention of the reader is 
diverted from the message itself to the peculiarities of 
the words used, the effect of the message is lessened. 
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meses shoes made 


FRANK BROTHE! FIRM NAME 


Aveaue Boot Shop i 


Afth Aveaue 
Between 471b and 46h Streets New York 
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You can use the wiggly rules, as shown here, or even 
straight ones, although the wiggly rules are much to be 
preferred. Get your printer to estimate the exact number 
of letters required for the headline and the approximate 
number of words needed for the body of the advertisement. 
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Fifth Avenue at 35th Se—N. Y. 
Paim 


Summer Daily Delivery by our own motor is extended on the Jersey Shove as far as Manasquan 


NAME 


STREET 








ROMAN SANDALS 
FoR THE 
BAREFOOT BOY 
OR GIRL 


with your 
bathing suit 
THE BASQUE 
ESPADRILLES OF 


“THEY wore them in Rome a couple 

of thousand years ago and mo- 
dern boys and girls delight in their 
coolness and comfort. The sturdy 
leather sole is held close to the foot 
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> cafeer at Bairrita, where 


toes. 
the other round the ankle. Perfect 
for the beach. 
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other point of shoe excellence. Ap. 
other example of this: ‘We have re. 
duced the prices on some lines, anj 
can now offer a bargain.’ This j; 
woefully weak as contrasted with ; 
specific statement like ‘20 Per Cen; 
Off on Low Shoes.’ 


se HEN a generality is used 

the reader has to choos 
from his stock of mental image 
one that fits the general idea mep. 
tioned. He may or may not choog 
the sort of image that the writer 
had in mind. When the writer 
however, uses a specific word that 
can call up only one kind of mental 
image, the reader is sure to get the 
impression desired. 

“A difference in force exists alsy 
between abstract and concrete 
words. An abstract word expresses 
a quality or state; a concrete word 
illustrates such a quality or state 
by means of an example. Thus, in 
‘Those narrow, pointed shoes are 


Provision has been made in this adaptation for hosiery. Or a third shoe could 
be dropped in here, or a plain rule box announcing some special offering. The 
headlines at the top do not need to be three even lines. They could be set one 


the cause of your foot discomfort’ 
the abstract term ‘foot discomfort’ 





shorter than the other in an inverted pyramid style. 


“The advertising man, therefore, should be as short 
and simple as possible in his diction. 
strain for effect through high-sounding words. 
chance, he wishes to say that a pair of silk stockings is 


to be given away with every pair 
of shoes, he should do so, and not 
give vent to any effusion like this: 
‘A gratuitous offering of silken 
coverings for the nether limbs will 
be made to each purchaser of a 
pair of shoes.’ 

“The copy-writer should not feel 
that as ideas grow in importance 
the wording must become more in- 
volved. Big ideas do not demand 
big words. Besides, advertising 
space costs money, and short words 
save many a dollar no matter how 
complex the subject. Therefore, 
the writer should choose the short- 
est and the simplest words. 


IMPLE words ought also to 

be forceful. That is, they 
should possess the ability of mak- 
ing the reader visualize an idea. 
Thus he will be incited to quicker 
action. The most forceful words 
are specific, concrete or figurative. 
“Some words are general, cover- 
ing a group or indicating an in- 
definite number, whereas others 
are specific, giving individual or 
exact designations. Thus the men- 
tally lazy writer will use the gen- 
eral term ‘best,’ but the forceful 
writer will hunt out the word that 
tells why the shoe is best—because 
it is dainty, sturdy, wonderfully 
light but long wearing, graceful, 
dressy, comfortable, or has any 


He should not 
If, per- 
dise. 





Franklin Simon & Co. 
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New Summer Shoes 
Priced as low as“Reduced Sale” Shoes 
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is less forceful than would be such 
illustrations as ‘aching corns, ten- 


der bunions and tired feet.’ ” 

The chief fault with most advertisements is that they 
try to make too many points or show too much merchan- 
Simplicity and directness make for forcefulness. 
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Setting slanting riiles like this causes trouble in a print shop, but it can be done 
in most places if the printer is given time. 
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Fourth of a Series 


By Richard L. Prather 


should ask himself this question daily: ‘Who is 
my customer?” 

Much depends upon how well you know, and are 
known by your trade. If you are aloof, if you sit in 
the office and do work that a bookkeeper ought to be 
doing, you are making one of the cardinal mistakes of 
the retail business. 

It is safe to say that the most successful merchant 
in the smaller town is one who knows every one of the 
people who come into his store. And, when a new face 
appears within the door that wise merchant makes a 
special effort to get acquainted with the stranger and 
make him or her at home. Tactful conversation will 
disclose information that will be useful in the future. 

For example, a strange face comes into the store, a 
woman who enters rather timidly and looks around as 
if she might stampede out of there at the slightest sign 
of unfriendliness. The boss goes right up to her and 
introduces himself. Tells her who he is and what he 
represents around there. Tells her he is glad to see 
her and asks her to sit down. He does not begin shov- 
ing shoes at her right off the bat. No, indeed. He talks 
to her about a lot of things besides shoes at first. As 
she becomes more at home, she will talk freely. She is 
Mrs. Jones, her husband is foreman of the lumber yard 
across the tracks. She has three children, two in gram- 
mar school and one fine boy in high. At once there is 
an indication of her ability to buy, her husband’s finan- 
cial standing, and the possibilities of selling several 
pairs of shoes to that little family. Mrs. Smith is cata- 
logued in the merchant’s mind, and later a memo is 
made on a card for further use. 

Then, as the new friendship develops to a point where 
selling shoes will be in order, one of the best and friend- 
liest salespeople is called. If there is a saleslady on the 
force who has a special talent for making friends, let 
her take the customer. Say to Mrs. Jones: “Now, I 
am going to ask our Miss Johnson to show you some 
of our shoes. Miss Johnson, this is Mrs. Jones, a new 
customer. I think she will be interested in number 


E° snowia shoe man, big, medium, small or whatnot, 


so-and-so,” giving Miss Johnson a key to the new cus- 
tomer’s probable ability to buy. Before leaving the 
customer the merchant says to her: “Now, Mrs. Jones, 
if we please you here we want to know about it, and if 
there is anything wrong at any time I shall take it as 
a personal favor if you will come right to me and tell 
me all about it.” 

If the new face in the store is a man or boy, a differ- 
ent approach may be made, but the same friendly atti- 
tude taken. Most men and boys are interested in base- 
ball, fishing, football, other sports, or common topics of 
conversation. Let the talk at first be of many things 
other than shoes, unless the customer seems to be in a 
hurry. A man will indicate in a few words just what 
the state of his mind may be. If he wants to buy and 
get on his way, let him have quick service. But find 
out all you can about him, and by all means get his 
name and address and anything more you may gather 
in a few moments of conversation. Card index him 
and see that he is put on the list of assets. 

Occasionally an advertisement in the newspaper may 
be made to bring the new customer into closer touch 
with the store. One smart merchant issues a score card 
for ball games and invites men and boys to call and get 
one. When football and winter sports come on, he issues 
a program each week and offers it to all who may call. 
His advertisements are printed on the sport page of 
the newspaper, where men and boys look for news. 

I know a merchant who can take his list of customers 
to any bank in town and borrow money on it. He has 
such a fine list and such a complete record of each cus- 
tomer that the banker sees at a glance the potentialities 
of the thing. 

The most successful traveling salesman who calls on 
you knows more about you than you imagine. He can 
tell to almost a dollar just what your credit rating is 
and what he may safely sell you. He knows your likes 
and dislikes, and all that. He is a successful salesman 
because he uses his head and not his feet when he is 
out after business. 

The politicians know their people better than any 

[TURN TO PAGE 109, PLEASE] 
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Many Hides #r Many Uses 


The Selection of Hides and Skins Is an Intricate and Fascinating 
Part of the Leather Industry 
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By RAYMOND A. BACON 


HE packer hides and 

skins are taken off in 

establishments where 
the slaughtering is of whole- 
sale character and where 
expert flayers remove the 
hides. 

The result of the expert 
handling of the knife is an 
excellent take-off, practically 
free of cuts. These hides 
are of good pattern and 
trim. They also produce a 
maximum yield in leather. 

The country hides and 
skins are taken off by farm- 
ers, ranchmen and _local 
butchers or by their helpers, 
who usually are _ inexpe- 
rienced in the art of flaying compared with the expert 
flayers of the packer. 

Country hides originate in small numbers—in scat- 
tered and remote sections of the country—and are not 
always treated in the careful and efficient way of the 
packer. 

The country killer is trying to improve the take-off, 
and in some places in this country the take-off is much 
better than heretofore. 








Salting and Curing 


The curing and salting of hides and skins is very im- 
portant. When the hides or skins arrive at the hide 
cellar they are washed and then put into a bed and 
salted. To cure these hides or skins in a correct man- 
ner it is necessary to use the best of salt—Turk Island 
salt for hides and Liverpool salt for skins. 

In the cold months it is not necessary to have the 
hides or skins salted immediately, but it is essential to 
prevent them from freezing before going into the beds. 
In the hot months it is very necessary to salt the hides 
and skins immediately and prevent decomposition. 

It is also necessary to watch the hides in the beds 
during the hot months to prevent the hides and skins 
from heating. 


Hide Cellar 
The hide cellar should be cool and it is necessary to 


have a concrete floor slightly graded to take away the 
pickle as it drains from the beds. 
Cured Hides 
It is best to leave the hides in bed at least three 
weeks to have them thoroughly cured. A slack cured 
hide taken up before it is thoroughly cured shows a bad 
yield when finished into leather and the tanner suffers 
from this fault. 


leather industry. This is the second of 
a series of articles prepared for the 
younger generation of shoemen who need 
to know something about the complicated 
background of their merchandise. 


Classes of Packer Hides 
and skins 


SPREADY NATIVE 
STEERS are free of brands, 
weighing 60 Ib. and up, 
measuring 6% ft. and over 
just behind the brisket. 
From June to December 
these hides are sold as al] 
number ones. During the 
grubby months—January t 
May—they are sold on a 
grub selection and the 
grubby hides are classed as 
number twos. 


HEAVY NATIVE 
STEERS are free of brands, 
weighing 60 lb. and up; these 
hides are selected and classed as number ones and twos, 
The grubbing season is from Jan. 1 to June 1 inclusive, 


R. BACON, a 

wel known 
hide broker of Bos- 
ton, has had 28 
years of experience 
in handling foreign 
and domestic hides. 
He presents here an 
authoritative article 
on the various 
sources of hides and 
how they are graded 
and described in the 








LIGHT NATIVE STEERS are free of brands, weigh- 
ing from 50 to 60 lb.; these hides are selected and 
classed as number ones and twos. The grubbing season 
is from Jan. 1 to June 1 inclusive. 


EXTREME LIGHT NATIVE STEERS are free of 
brands, weighing from 25 to 50 lb. These hides are 
also graded as number ones and twos. The grubbing 
season is from Jan. 1 to June 1 inclusive. 


TEXAS STEERS are small, plump, side-branded 
steer hides. 


HEAVY TEXAS STEERS are specially selected side- 
branded hides weighing 60 lb. and up. They are graded 
as number ones and twos. The grubbing season is from 
Nov. 1 to June 1 inclusive. 


LIGHT TEXAS STEERS are specially selected side- 
branded steer hides weighing from 50 to 60 lb. They 
are graded as number ones and twos. The grubbing 
season is from Noy. 1 to June 1 inclusive. 


BUTT-BRANDED STEERS are steer hides which 
carry one or more brands on the rump and are sold as 
one class without regard to the origin. 


HEAVY BUTT-BRANDED STEERS are butt 
branded steer hides weighing 60 Ib. and up. These 
hides are also graded as number ones and twos. The 
grubbing season is from Jan. 1 to June 1 inclusive. 


LIGHT BUTT-BRANDED STEERS 
branded steer hides weighing from 50 to 60 Ib. 
hides are also graded as number ones and twos. The 
grubbing season is from Jan. 1 to June 1 inclusive. 
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EXTREME LIGHT BUTT-BRANDED STEERS are 
putt-branded steer hides weighing from 25 to 50 lb. 
They are graded as number ones and twos. Selection 
is not made for this grade, as they are usually sold in 
with the EXTREME LIGHT TEXAS STEERS. 


COLORADO STEERS are western side-branded steer 
hides, generally from range cattle, and usually are more 
spready and less plump than the Texas steers. These 
hides are also classed irrespective of their origin. The 
grubbing dates are from Dec. 1 to June 1 inclusive. 


LIGHT COLORADO STEERS weigh from 50 to 60 Ib. 


HEAVY NATIVE COWHIDES are free of brands 
and weigh 55 lb. and up. They are graded as number 
ones and twos. The grubbing dates are from Jan. 1 
to June 1 inclusive. 


LIGHT NATIVE COWHIDES are free of brands and 
weigh from 25 to 55 Ib. These hides are also graded 
as number ones and twos. The grubbing dates are from 
Jan. 1 to June 1 inclusive. 
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BRANDED COWHIDES are both butt and side- 
branded cowhides. They are not selected on a weight 
basis and are graded as number ones and twos. The 
grubbing dates are from Nov. 1 to June 1 inclusive. 


NATIVE BULLS are free of brands. They are not 
selected on a weight basis and are graded as number 
ones and twos. 


BRANDED BULLS are branded and are sold flat for 
all weights 25 Ib. and over. They are graded as number 
ones and twos. 


KIPSKINS range from 15 to 25 lb. and are graded 
as number ones and twos. 


HEAVY CALFSKINS weigh from 8 to 15 lb. They 
are graded as number ones and twos. 


LIGHT CALFSKINS weigh from 7 to 8 lb. and are 
graded as number ones and twos. 


DEACONS—newborn calves. 
SLUNKS—still born calves. 


FLUCTUATION OF THE PACKER AND COUNTRY MARKETS 
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Points on Keeping 
Old Customers 


UFFALO, N. Y.—Harry S. Bul- 

lett has been running a man s up- 
stairs shoe store in Buffalo almost 
as long as Lake Erie has been wet. 
I don’t mean the Canadian town of 
Fort Erie, but the lake itself. Any- 
way, he has been selling shoes for a 
long time. Conditions in his imme- 
diate neighborhood have changed 
with the gradual moving of the 
better trade farther uptown, so a 
much cheaper class of shoes is sold 
on Seneca Street than previously. 

In spite of the changing condi- 
tions, Mr. Bullett has seen his busi- 
ness grow steadily from year to 
year. This he attributes to the con- 
stant living up to his slogan, “Qual- 
ity and Service.” Then, he manages 
to keep his trade always sold on the 
store. Long ago he figured that 
money and time spent on keeping old 
customers good friends of the store 
was: more profitable than devoting 
the major part of the advertising to 
attracting new customers. With this 
end in view, the policy of the house 
is to go the limit in the settling of 
complaints, either real or fanciful. 

Ten days after a sale is made, the 
following letter is mailed out: 
“Dear Sir: 

“We appreciate the recent oppor- 
tunity you gave us to serve you. We 
hope our goods will warrant your 
future patronage and wish to im- 
press the fact that only complete 
satisfaction will make that possible. 

“The name ‘Bullett’ stamped on 
your shoes means that you MUST 
be satisfied, and we sincerely hope 
that if any fault arises you will im- 


mediately advise us, as we stand be- 
hind our merchandise and are always 
willing to correct any legitimate 
complaint.” 

Then, if a customer has not re- 
peated in five months, a first class 
private card goes to him which 
reads: 

“The proof of the pudding is in 
the eating and, by the same reason- 
ing, the value in good shoes is meas- 
ured by the service they give you. 

“We feel that when you are ready 
for your next pair you will recall the 
comfort and satisfaction our shoes 
have given you. Our individual rec- 
ord of our customers enables us to 
fit you easily and with little incon- 
venience to you. 

“New styles for the coming season 
have just been received and we cor- 
dially invite you to select your next 





When a Feller Needs 


a Friend 


HEN a man is out of 
touch with things because 
of illness is the time when 
friendly letters and greetings 
count the most. Such is the 
case with Earle Jacobs, well 
known New Orleans merchant, 
former director of the N. S. R. 
A., at present ill in Los Ange- 
les, his temporary home. 
Earle’s birthday is July 11. 
How about everyone who knows 
him sending a greeting card or 
a letter to reach him on that 
date? His address is 401 
South Kenmore Street, Los 
Angeles, Cal. 











pair from our always up-to-date 
stock.” 

The telephone is also used with 
considerable success in reminding 
city friends of the advisability of 
buying new shoes. 

“So you see it is not always the 
so-called 100 per cent location that 
counts if you have the goods and 
treat the trade on the square,” said 
the boss. 


* + 


An Easy Way to Budget 
Sales 


OANOKE, VA.—Most _ stores 

want to show a nice increase in 
sales at the end of the year. This 
highly desirable object is best ob- 
tained, according to T. W. Broad- 
water, of the Propst-Childress store, 
by taking the sales of the previous 
year and adding to them the desired 
net increase. This makes the defi- 
nite goal to shoot at. 

Say 10 per cent is the anticipated 
gain. By keeping that in mind in 
laying out the volume the store must 
do by the month, week and day, the 
necessary quota is regularly met. 
This daily quota is further subdi- 
vided by setting a stint for each per- 
son selling. As a result each man 
knows in advance exactly what he is 
expected to produce in the way of 
sales every day. It is up to him to 
produce those sales through his \wn 
personal efforts, consequently the 
store telephone is kept busy during 
the ordinarily quiet periods of the 
day. The interesting part of ‘his 
idea is that it has regularly » 
duced the wanted results since its 
inception ten years ago, a positive 
proof that it works. 
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Movie Advertising 





Kreeger Footwear 


. worn hy Mis Moffer and Mise Kohler in “Lave Siy” 


—and by the smartly 
women of New 

Orleans who look to 

Kreeser's for style j 






Prompt 
Mail 
Service 











fEW ORLEANS—Recently an 
All-New Orleans film was 
made in that city, in which local folks 
and local scenes were used. Two 
shoe stores cashed in on the proposi- 
tion by supplying the “leads” with 
their footwear. The men’s shoes 
came from the Walk-Over, while the 
T. G. Plant department in The Kree- 
ger Store supplied those worn by the 
women. Ten-inch, four-column ads. 
in the Saturday papers completed the 
tie-up. 
* * * 


Smaller Stock—Larger 
Turnover 


REENVILLE, S. C.—It was a 
here rainy morning and the 
president of the Piedmont Shoe Co. 
was given to moralizing (he is W. 
E. Phelps, in case you are not fa- 
miliar with this part of the coun- 
try). 

“Turnover seems to be the one big 
thing essential to the success of any 
industry. I know we must have a 
good turnover in the retail shoe 
business to make any money. Look 
at the money that turnover brings 
to Henry Ford. See any roadside 
garage after the Sunday turnovers. 
Ford wasn’t satisfied with that, so 
he speeded up his new cars to 65 
miles an hour, so he was almost cer- 
tain to get a turnover every two 
hours. That is more than we fellows 
who sell shoes at retail can hope for. 

“A few nights ago I was here alone 
in the store, figuring up the amount 
of stock we had on hand. It came 
over me, sitting here in the shadowy 
store, that I had paid real money for 
all the stock, $4.25 for one line, $5.65 
for another, and so on. Then I tried 





ing the actual cost of the shoe in 
actual dollars and cents. After an 
hour or so of reflection on this score, 
the resolution was made right then 
and there that the Piedmont Shoe 
Co. would get along with less stock 
in the future. Less stock, true, but 
far much better bought.” 


* * * 


Announcing A New Line 


AMILTON, ONT.—A rather 
unusual way of announcing a 
new line of shoes was recently used 
by the Robert Wilson Shoe Store. 
On the outside of a six-page folder 
was a picture of a stork carrying a 
basket. Underneath was this word- 
ing: 
“A new addition to our family.” 
Two of the inside pages were de- 
voted to “announcing the birth of a 
really comfortable, yet stylish shoe 
for men—Wilson’s Kling Arch.” 
Even the envelope carried out the 
idea, as in the lower left-hand cor- 
ner was printed: 
“Birth Notice. 
Hamilton, Ont.” 


73 King St., East, 


* * * 


Don’t Mix Displays 
By E. C. Robbins 


HARLOTTE, 
N. C.—We 
all know that 


every shoe mer- 
chant must have 
beautiful win- 
dows, but I find 
that there are 
two kinds of 
beautiful win- 
dows, first, beau- 
tiful windows 
that sell shoes, 
and second, 
beautiful windows that do not. 

I find that it is very simple to 
make a pretty window, and I also 
find that it is very hard to make a 
window that will sell more shoes. 

I believe that several shoes of a 
kind, such as black satins or dress 
patents or colored kids or sport 
shoes, displayed by themselves, will 
attract more attention and sell more 
shoes than to mix them together. If 
you have several small windows, this 
is very easy, but if you only have 
one window, I find that to -group 
them works very nicely. It all works 
down to a few things. A setting or 
background, the right shoes in the 
right place, and price tickets or 
signs displayed very prominently 
and changed often. 





The Author 
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A Post Card That Got 


Business 


YOU ARE CORDIALLY 
INVITED TO OUR GREAT 
DEMONSTRATION 


AND 


SPRING SHOWING 


OF NEW 





ARCH FORM FOOTWEAR 


THE SUPREME WALKING SHOE PREFERRED 
BY WOMEN EVERYWHERE 


FASHIONABLY DESIGNED 
AMAZING COMFORT FEATURES 


Monday to Saturday 
March 26 to 31 inclusive 


Assistance and free advice of our expert 


QUEEN: QUALITY BOOT SHOP 
1219°F STREET NORTHWEST 
WASHINGTON, D. C. 


rd JASHINGTON, D. C.—Nearly 
every day, some merchant tells 
me of how he put over some kind of 
a successful mail campaign by the 
use of postcards. The experience of 
A. S. Misell of the Queen Quality 
Boot Shop is particularly interest- 
ing, for his covered a demonstration 
and spring showing of his firm’s 
Arch Form shoes. These postals 
were sent to a selected high class list 
of names, women who pay $10 or 
better for shoes. The response was 
very gratifying. Even though the 
announcement was made on an ordi- 
nary government one-cent post card 
going to these people, it proved to be 
a very effective way of telling the 
story. While these cards were not 
sent to the White House, the First 
Lady of the Land bought two pairs 
of the style shown, and I saw the 
President’s check in payment, too. 


* * * 


Fitting Big Feet 

OANOKE, VA. — Folks who 

wear large sized shoes usually 
have a hard time getting fitted, so 
when a store takes particular pains 
in suiting them, they are always 
quietly appreciative, W. S. Gardiner 
of the Walk Over store finds. His 
card file is amplified by having a 
complete story of the likes and 
whims of all his customers, particu- 
larly those women wearing 814 and 
up in the narrow widths. People 
having the unusual sized feet will 
always keep a store in mind, once 
they get correctly fitted. 
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‘Pacific Northwest Shoe Retailers 
Organize Regional eA sociation 


Will Knight Heads New Body Which [ncludes Washington, Oregon, 
Montana, Idaho, Alaska and British Columbia 


UA dAHNMOAMAAAAINLUEULASNU ORIENTAL 


style note of importance menp- 





that aggressive 
spirit typical of the 
great Northwest, out 
standing shoe merchants from 
Washington, Oregon, Mon 
tana, Idaho, Alaska and 
British Columbia, met in 
Seattle, June 25 to 27 for the 
first time and formed the 
Pacific Northwest Shoe Re- Yakima. 
tailers’ Association and in the Vice-President for 
same breath elected Will A. Boise. 
Knight of Portland, Ore., its 
first president. 


é LTH 
Retailers 
President 


Facoma, Wash, 


Kugene. 


ERE is the first official family of the 
newly organized Pacific Northwest Shoe 
Association: 


Will A. Knight, Portland, Ore. 
Vice-President at Large—Chas. A. Shuart, 


Vice-President for Washington—Joe Kohls, 
Idaho—C. 
Vice-President for Oregou--Dave Graham, 


Vice-President for Montana- 


tioned by Mr. Stone. 
George E. Gayou of the 
Boot AND SHOE RECORDER 
staff presented a fail 
review based on facts and 
figures gathered in a 
survey. Patent leather 
be 50 per cent of the voli 
in popular priced shoes 
one half of this percentag 
resorting to trimmings 
delicate and harmoniou: 
fects. Brown kid and cait 
reptiles of the same 


\, Wilson, 


Clell Smithers, 


Key buyers from the large 
cities and alert merchants 
from practically every small 
center were present, eager to 
be informed and review the 
lines displayed in the New 
Washington and Goman 
Hotels. The distance from 
great shoe centers and style 
opportunity afforded by the 
meeting unquestionably was 
the principal 
most enthusiastic convention. 
[Tremendous ovation greeted 
Charles A. Shuart of Seattle, 


reason for a 


Helena. 

Vice-President fox British Colunbia—J ames 
W. Maynard, Victoxia. 

Treasurer—Den MeDenald, Tacoma, Wash. 

Divectors for two years— Ben Baxter, 
Seattle, Wash.; W. H. Harbke, Portland, Ore. ; 
Hal Beach, Lewiston, Idaho; S. D. Wilson, 
Vancouver, B. C. 

Directors. for one year-—-Harry Haffner, 
Bellingham, Wash,; L, H. MeDowell, Albany, 
Ore.; Fred Gamer, Butte, Mont.; C. W. 
Coop, Vancouver, B, C. 

\ vice-president, for Alaska, two, directors 
for two vears from Montana and Alaska, and 
two directors for one year from, Idahe and 


will be good as weil as 
im brown and black. 
materials will be employ 
harmonizing combinati 
Blue kid requires atts 
as do moire and r 
satins. Straps, pumps 
oxfords in this order 
the pattern field. A ten 
toward narrower toes 
vealed. 

A dinner dance in the 
quet room of the New 
ington Hotel con 


the general convention chair- 
man, who presided at the 


Alaska are to be named later. The 


Monday’s program. 
discussions 
Tuesday open forum 





opening business session on 
Monday noon, held in New 
Washington Hotel with over 300 shoeemen present, The 
newly elected Mayor of Seattle, Frank E,. Edwards, 
offered the cooperation of the city and extended its. hes- 
pitality, as did P. Allen of the chamber of commerce. 
Profuse laudation was given the Seattle merchants. for 
the splendid convention arrangements. in responses from 
Will Knight of Oregon, C. A. Wilson of Idaho, William 
J. Ahern of California, Saul Berner for the trayelers 
and H. J. Fitts for the manufacturers, 

Chairman Shuart appointed the following commit- 
tee chairmen: Permanent Organization, Joe Kohls, 
Yakima, Wash.; Nominating, W. B.. Brazelton, Peort- 
land, Ore.; Resolutions, Harry A. Haffner, Bellingham, 
Wash. 

James H. Stone, manager of the National Shoe Re- 
tailers Association graphically. presented the reasons 
for the upward tendency in. the leather market and 
stated that the situation is international in.scope, This 
international demand has caused prices to rise and is 
reflected in the price of finished footwear, he. said, 
A tremendous swing to black shoes for men wag a 


session, brought out int 
ing methods of shoe merchandising and polic 

Wilham H, Harbke, Portland, Ore., talked 
over, pointing out the evil of overbuying, which 
Instances, Prevents proper turnever. He 1ud 
shoe. Journals. and their helpfulness in presentin:s 
structive information which assists merchants 
coming more. efficient. 

Harry Hafner of Bellingham, Wash., stated 
his. business three or four turns are necessary 
duce a profit. He said that turnever should be 
on the whole capital invested in the business : 
on the shoes. alone. Charles A. Shuart 
whether more sales are lost. on lack of styles 
of sizes. F. E. Powell of Seattle replied that 
lieves. style is important, but finds the averay: 
short. of sizes. More. sales are. lost on large siz 
small and this was. advanced as.a principal reas 
slow turnover. 

Clell Smithers, Helena, Mont., reported a | 
sistance and downward. trend to. “chieken” shoes 
Epplen Culbertson’s, Spokane, a department s 
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ised that shoes be inventoried on a retail basis. He 
,ivised independent merchants to employ a good certi- 
jed public accountant or go to a good department store 
ud have explained the method of inventory, which 
adopted, will reveal complete information about their 
jusiness. 

Myron E. Ayres of the National Retailers Mutual 
iusurance Company, outlined the benefits derived from 
nsurance offered in connection with the National Shoe 
Retailers plan. 

Joe Kohls, of the Kohls Shoe Company, Yakima, 
Wash., made the outstanding address of the conven- 
4on on “Modern Methods of Merchandising,” which 
vill appear in an early issue of the Boot AND SHor 
qscorDER. A paper prepared by Ernest Burrill on the 
nen’s $4,000,000 advertising campaign, was read by 
iseph Burke, secretary. Mr. Kohls, as chairman of 
+e Permanent Organization Committee, presented the 
sw constitution and by-laws of the Pacific Northwest 
Shoe Retailers Association which were unanimously 
opted. 

4 stag party Tuesday night, a golf tournament Wed- 
esday afternoon, and a trip to Victoria, B. C., on 
Thursday, brought to a close a convention that was out- 
standing in enthusiasm and hospitality. Brisk buying 
vas reported by representatives of manufacturers. An 
laborate program of entertainment was planned for 
he ladies with Mrs. L. J. Conly, as chairman. 

4t 2 meeting of the new board of directors on 
Veainesday, Portland, Ore., was chosen as the next 
onvention city. 




















Quality Wins ew Victories 
y 





[CONTINUED FROM PAGE 83] 


ag: You deserve it, and what is more, we are all going 
> help you to get it.” 

tnd by that strange brotherhood of trade, industry 
vil tnd that if the merchant gets his he is tolerant of 
verrbody else in the trade getting theirs. He deserves 
) get more money, and only by his getting more can he 
ay more. 
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The industry is now on the threshold of its July shoe 
buying. All eyes should be upon one thing alone—a 
forward movement of quality in footwear. Those big 
chain organizations who have already cut the quality 
because of price cowardice, are simply postponing the 
time when continued disappointment on the part of the 
public will necessitate their own change of front. 

It takes a little time to study out the direction of any 
movement as broad as the one now facing the shoe in- 
dustry. A lot of juggling has resulted in shoes at the 
old price made by different factories with lessening of 
quality standards. 


Who is 


[CONTINUED FROM PAGE 103] 


my Customer ? 


other class of men on earth. Through their lieutenants 
and ward executives they have every voter classified to 
the minutest detail. You can,wager that no new voter 
moves into any precinct who is not at once placed under 
the microscopical eye of a keen young man who makes 
it his business to learn things about voters. And that 
is why politicians win. 

A typical index card in the files of a good merchant 
has two sides for recording things. On one side a rec- 
ord of purchases, with dates and important data. On 
the other side is some intimate information like this: 






John Jones, foreman lumber yard, wife Mary 
Jones. Three children, 10, 14, 16. Lives 1147 
Myrtle. Drives Dodge sedan. Well dressed family. 
Like good shoes. Belongs to lodges so-and-so. Goes 
to so-and-so church. Wife likes brown, he favors 
black. Kids want snappy stuff. Probable pur- 
chases 24 pairs a year. 


Best of all, in the head of the good merchant is a 
mental photograph of the Jones family from smallest to 
largest. He can at once call by name any one of the 
Jonses he meets on the street, at church, or elsewhere. 


Next week: “What are the likes and dislikes of my 
trade?” 





The Trend of Hide Prices 























* Packers Packers Packers Packer and 
W eek Heavy Branded | Heavy Texas Country 
, | , 

Ending Native Steers Cows | Steers Calf Shins 
. 2 Peer 26 2444 2512 -30% 
April 28......... 251% 2444 25 30 -34 
| =e 25 2854 241, 28 -33 
ee 25% 24 2414 27 -32 
May 19.......... 2414 2814 24 28 -31 
Mag 26.......... 24 Qs 234 254-30 
en ott ewies 22'y 2ity 22 27 = -30 
| 22% 22 22 27 -30 
ee 224 22 22 24 -30 
ae 22', 22 22 24 -30 
ne year ago..... 19 1744 18 1914-23 



































DESDE TILE GI Sa RS 





BOOT AND SHOE RECORDER 


* 
1 
x 


me 
4 
2 


bi Sm 











Types of shoe stores that are making far above the average shoe store profits 
by concentrating 100% on the products of one manufacturer, who has a bal- 


anced, in-stock line of shoes 


uilding Success 


HY do you carry so many un- 
related lines of shoes?” ‘Why 
do you buy from so many dif- 


ferent manufacturers?” I have 
asked these questions frequently in shoe 
stores in large cities and small towns. 

“TI buy what looks good to me, no matter 
who the manufacturer. I buy cheaper that 
way,” say some. “I have a very varied 
trade,” say others, “and in these modern 
days you must give them what. they want.” 
These two answers are the most frequent, 
though there are many others. 

When the obvious disadvantages of the 
many line system are pointed out to these 


merchants they readily agree, but insist that the ad- 


vantages out-balance the disadvantages. 
But do they? . 


In a town of 6,000 population in East Central Okla- encounter any disadvantages in the one line 


". ingle Lin 


By J. O. MOORE 


facturer. The two partners each drew 
$50.00 a week in salary and above this 
made a net profit of $10,600.00. Their 
average stock was $15,000.00, the rate of 
turnover at retail being 5.1. The store 
is a privately owned partnership, which 
started in 1921 with a cash value of $4,700. 
In a northern California city of 75,000 

is another privately owned store, which 
did a volume of $126,000.00 last year 
Every shoe sold was the product of one 
manufacturer. Net profit, above a su\stal- 
tial salary to the owner, was $14,500.00. 
The average stock carried was $25,('(0.00. 
Dotted throughout the United States are 
several hundred similar instances of success. each 


based on Brown Shoe Company’s line exclusively. 


If you ask these successful retailers whethe: they 
system, 


homa is a shoe store which sold $77,000 at retail last they will answer you by relating a long list of :dvat- 
year. Every shoe in the store came from one manu- tages. They will tell you 
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that it is easier to 
keep a complete run of 
sizes in all styles 

that turnover is faster, 
because stocks are al- 
vays complete, always 
ctive, and never larger 


_that there are fewer 
nmark-downs, because 


get into odds and ends 
_-that there is less style 
hazard 

—_that there is no over- 
loading, because the 
nanufacturer’s salesman 
json guard with you, as 
he has nothing to fear 
from competitors 

—that there is no time 


is more effective because 
it is easier to impress 
the public with one re- 
lated line 

-—that the manufactur- 
er’s advertising and 
merchandising .coopera- 
tion is 100% 

—that you can take full 
ajvantage of the manu- 
facturer’s national ad- 
vertising. 
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tell the story in detail. 
ordinary methods. 


& 
q 


Manufacturers 





On the Way to You! 


A Line So Well Balanced that You Can Concentrare 
on It 100% to Your Great Advantage 


Within the next 30 days (or at once if you want him) a Brown Shoe 
Company salesman will call on you with his new line. 

The Brown Shoe Company line is complete in every detail — 
“*shoes for everybody for every occasion."’ 


Brown" Shoes for Men and Women 
Buster Brown Shoes for Boys and Girls 
Brownt Flexibie Rigid Health Arch Shoes 
Brown Ideal Arch Shoes 
Brown" Foot Science Health Shoes 
Blue Ribbon Work Shoes 


The line is built to enable retailers to concentrate upon it 100%. You 
will find every style and type of shoe you need in the price range where 
90% of volume lies, and where profits are most certain. 

If you are unfamiliar with the great success of the retailers who have 
adopted the Brown Concentration Plan, give the salesman a chance to 
Actual records prove that chances for success 
under the Brown Concentration Plan are 900% greater than with 


‘WLowd. Sr.oe Gow.Qany, 


&& 


Saint Louis 





i 














- Brown Shoe Company’s announcement: to the trade 
that salesmen are now in the field with their new line 


For the past ten years Brown Shoe Company has 
ben striving to produce a strong, well-balanced line 
that could conscientiously be offered to the independ- 


A valuable store em- 

blem which links Brown 

hoe Company retailers 

with the Company’s 

wmque national adver- 
tising 


of chain store methods, 


ent retail shoe merchants as 
a concentration line—a line 
that would contain every- 
thing in shoes that the re- 
tailer needs. Along with the 
line there was developed a 
plan of cooperative merchan- 
dising and advertising as- 
sistance. Today there is at 
the command of the inde- 
pendent retailer who decides 
to concentrate on the Brown 
Shoe Company line a staff of 
men highly trained in every 
phase of retailing. Such in- 
dependent retail stores are 
enjoying every advantage 
under individual ownership 


and personal management. They are the outstanding 


shoe stores in their communities. 


They are leaders 


ever, it would not be enough. 


111 


because they are follow- 
ing a straight and proven 
course. Actual records 
show that the chances 
for success under the 
Brown Concentration 
plan are 900% greater 
than with ordinary 
methods of retailing. 

The Brownbilt line is 
strong and well balanced 
—one on which 85% of 
the business of the aver- 
age community can be 
done at a profit—the 
cream of the shoe busi- 
ness. It is an admitted 
fact that ordinarily the 
other 15% (consisting 
of high priced and real 
cheap trade) is not prof- 
itable to the retailer. 
The higher priced lines 
are usually unprofitable 
because of limited vol- 
ume and lack of turnover 
and the cheaper lines 
because they do not give 
satisfaction to the cus- 
tomer nor build repeat 
business. The Brownbilt 
line is a collection of 
specialty lines, each one 
designed and built to fill 
a definite place in a well- 
balanced shoe stock. 

A well-balanced line 
forms the basis for re- 
tail success. Alone, how- 
Concentrating on Brown 


Shoes means more to the retailer than the advantages 


of buying from one manufacturer only. 


close working association 
with a manufacturer who 
fully understands the mer- 
chandising problems of the 
retailer, who is willing to 
give a high quality of special 
cooperation, and who is or- 
ganized in every department 
to give such cooperation. 
The transition of a retail 
business from present meth- 
ods to the Brown Concentra- 
tion plan has been carefully 
worked out in progressive 
steps so that present stocks 
are not sacrificed, or the 
business otherwise disturbed 


It means a 


The Buster Brown 
Trade Mark, probably 
the best known shoe 
trade mark in America. 
The use of this and 
other Brown shoe trade 
marks in stores ties up 
with millions spent for 
national advertising 


or interrupted. Write today for complete information 


on the success of the plan. 


Just say, “Tell me more 


about your Concentration plan.” 


Drow Groe Gouge, 


ST. LOUIS 


Manufacturers 


EVERYBODY 


FOR EVERY 


OcCASION”® 
Adv. 
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Accepted style is the majority 
report of many minds. Going to 
market is a verification of the 
buyer’s judgment. 


The wide acceptance of Cona- 
way-Winter-Ochs Fall styles, as 
seen in the lines of leading New 
England manufacturers, will be 
profitably verified by every buyer 
who comes to the Boston Style 
Show. 


Room 525 
HOTEL STATLER 


Boston 





NS SUMMER, STREET 


Paris—V ienna—London 





Brooklyn—St. Louis—Chicago 
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>» | : 
w— The Appeal of Color 


seneees * gy Ni & CO. 
ynn, Mass. ° — 
(a will be among the best of merchandising 


with wide one strap. helps for alert shoe merchants this coming 


Autumn. 
IRIS CALF 


is made in all the modish colors, and is 
beautifully adaptable to the refinement of 
pattern found in high grade footwear. 


IRIS CALF 
is a washable bright lightweight leather, has 
a uniformity of fine flat grain, and its deli- 
cate shades are fast colors. 


ASK YOUR MANUFACTURER 


to show you some of his new patterns in 
IRIS, for many of the quality manufacturers 


From the line of are showing it in their advance Fall samples. 
BLISS & PERRY CO. 
pe +d o Color swatches on request 
Made of Burma Iris 

with Alligator strap trim. Cedarwood Color No. 4 Stroller Tan 

Tangier Whippet — Burma 
“Story of Leather” Sunburn a Beige White Jade 
on request arron Glace 


& THe Onto LEATHER 


GIRARD, Onn Ce 


DU Sas 





O. 
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PerRsOoNALITY 
IN SHOEMAKING 


| By hand craftsmanship the old-time cobbler 
produced the best shoes of his time. He built 
and maintained business by his skill and per- 
sonality. . 

q The modern shoe manufacturer depends 
almost entirely upon machinery. Although he 
comes in contact with the public only through 
the style and quality of his footwear, a defi- 
nite character is given his product by the 
esprit-de-corps of his organization. He, too, 
creates and holds the good will of customers 
by his personality—his reputation for quality 
and fair dealing. 

{ Machine-made shoes have made the Ameri- 
can people the best shod nation in the world. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


_—EEE ———- on . 
| THE ACHIEVEMENT OF THE PAST ~ S§ F, RV J C E ~ THE ASSURANCE OF THE FUTURE 


= 


ae 
EE _ ~~ ———— 





June é 


—- 
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THE 


STATLER 
OFFICE BUILDING 


GROUP 



































The Statler Office Building at Park Square, Boston's 
new business centre, is under the same roof as the 


Statler Hotel, with an inside entrance from the Hotel. 
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—  ~ “F 


DIRECTORY 


Ce a ana rscdl Serial ——— 
cle ign ASME ERA, eee aii tg Fas 
i 


OF BOSTON SALESROOMS ) 

IN THE STATLER OFFICE 
BUILDING WHOSE \ 
ADVERTISEMENTS FOLLOW 
( 


Bliss & Perry Company Room 516 
Newburyport, Mass. 


Colella & Leighton... Room 532 
Lynn, Mass. 


Lewis A. Crossett Co... . Room 515 
North Abington, Mass. 


L. B. Evans’ Son Co. Room 524 N 
Wakefield, Mass. j 


The Green Shoe Mfg. Co . Room 536 


Boston, Mass. 





Howard W. Hill Co. Room 514 
Beverly, Mass. 


Marlboro Shoe Co. .......... Room 529 
Marlboro, Mass. 


Munroe Shoe Co. ...... Room 531 \ 


M. A. Packard Company. Room 510 


Brockton, Mass. 


Peck Shoe Company Room 524 


Worcester, Mass. 
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Pin Pius » SL 


TO RETAIL af 
Ti 9g - : 
HUe heal forwund am pleasure to weleoming 
our ald eae 5 ove, we hope, many new ones, 


whee - | ae the 


BOSTON SHOE STYLE SHOW 
HOTEL STATLER 
JULY 9 To ll 





a. — 


0) - = 

e ur complete it Tiss Curn CTetlueur 
for vobudhiong al S10. wi i ie 7 al our 
43 Sal 

CHoston C/alesrooms 


ROOM 516 STATLER BUILDING 
ROOM 426 HOTEL STATLER 


BLISS & PERRY 


COMPANY 


() Lewburyport, | a 


One Good 








Turn Sells 








Another 





June 
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Parades 
Easter lilies 





Raia 


























arot STE ae 
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Soe ek 


YPALANCED SHOES | 


Have been tntroduced 


to millions of women through our national advertising in 
Vogue, Good Housekeeping, Woman’s Home Companion, 
Harper’s Bazaar and Photo Play. The thousands of direct in- 
quiries we have received indicate the great market which has 
been built for these exclusive.and styleful shoes retailing from 


$7 to $10. 





For our customer's protection, we place 
but one franchise in a town. It is possi- 
ble that the profitable opportunity of re- 
tailing these popular shoes in YOUR 
town 1s still open. 








VOGUE 
i BODY BALANCED SHOES 
™ will be on display at our new Salesroom in , 
4 The Statler Office Building as en" 
Room 531 a eye 
and at 4 7. a)SS= 
Hotel Statler, Room 409 BY ty (© iy 
Display Booth 79 ge’ ca “a <> 4 
During Boston Style Show ~ . 
E. H. “Bob” Moody, from the Southwest, and James E. . 
Blythe, from the Central States, will be in attendance. ae aw 
) | tt 1 
PRINTS EALANCCY, 





unroe | eer ee 
" Shoe Company.Inc. | 3 ree 


Room 531—Statler Office Building er bey alr? Tha sms toagh | 


TLIPED UN pndropray tances bazaar 
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STATLER 
Y OFFICE 
<«_ ——_ BUILDING 


Growing Girls’ 
Welt Ozford 


Room 
536 


Sitting 
Tots zo Teens 


7. who know 


Seymour Strecker, 


Sam Slosberg, , 
GreenfleX 

~eakeeumege 600000000000 | ——— 
Flexible Process Shoes 


k Sherwin, 
Frank Sherwin Jor Children 
Tim Murphy 
and their shoes will 





find a cordial welcome. 


You who do not know 
the merits of Green 
Juvenile Footwear 
should not miss the op- 
portunity to see this 


profit-making line. 
Kiddieboot 
A Greenfler Style 


THE GREEN SHOE 


RRBIDER - CREVEL- MANUFACTURING COMPANY Send for Greenfex 


ING SHOE 
Boston, are distributors ADDRESS 960 HARRISON AVENUE Folder of numbers 


(ei BOSTON : : : MASS. carried in Steck 
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MiB Br he, Be LBS ee PSE, 


4 
$ 
& 
, 
4 
4 
4 


a, 


<n 


S 
martest 
Sixes 


HowarpW His Co 
Bevevly, Mass. 


\ 


I will pay 
you 

To see these 
shoes 


STATLER OFFICE 


BUILDING 
ROOM 514 











June 
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MAKING AND HOLDING 












Pair of Shoes 
worn by 
the same man 
for 10 months 








In Stock 
New Lace Sta-Smooth 
Oxford of imported calf 
on our Ideal Last. 












No. 677—Black Calf. 
No. 6SS—Tan Calf. 







This Shoe {This § 






































made with made 
Ordinary Sta-Sn 
Innersole 
Inners 
—Edges Curled 
—No ¢ 
—Surface 
In Stock —No ] 
Black Kid Blucher Cracked 
Sta-Smooth : Oxford, : ‘ —No ¢ 
xeneeater Yast, —Entire Sole @~ 
No. 630—Black Kid. 2 — 
No. 631—Tan Kid. Lumpy No | 











WORCESTER 


PECK SHOE[C 
_—— 
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FRIENDS AT EVERY STEP 


sh SMOO7,, 
INNERSOLE 


AN EXCLUSIVE PATENTED PROCESS MAKES THIS POSSIBLE 


0, 1928 





WITH THE 





, The greatest selling point to be found 
molar poem in any shoe—Peck’s Sta-Smooth In- 
wear a pair! nersole! Customers see it—feel it— 


Wearing means _f|ex jt—and boost it! 
believing! 


No wonder Peck Shoes are pumping 
new blood into many a men’s depart- 
ment. They’ve got that priceless 
ingredient—a tangible feature. 





For your own good, and future prof- 
it, we earnestly invite you to test 
the Peck line at the Boston Show. 


Not only see it—handle it—also 


talk to merchants who are making 
good money with it. 





For Peck ‘“‘has something’’! 
This Shoe 
made with 
StaSmooth 


Innersole 


—No Cracks 
—No Lumps 
—No Curling Up 


—No Footburn 





MASSACHUSETTS 





Hot and How! 


Our new Fall num- 
bers are hot enough 
to move fast. The line 
that went over big at 
the California Show, 
is ready for you at 
the Boston Show. 
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MARLBORO, MASS. 
Boston Office, Room 529, Statler Building 


June 30, 1928 


See the Natalie and 
Martial Boots at the 
Show. 

Statler Hotel, Rooms 566 
and 568, 
“Hershy,” 
“Billie” Green, 
“Dave” Saifer 
will be there to greet 
you. 
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Coretta & LEIGHTON 
SHOES 


Statler Office Building 
Room 532 
Statler Hotel 


Room 662 : Booth 62 


The Val Pump 


You are cordially invited to inspect our 
super-flexible footwear made by the new Col-Ton 
Process. The advantages of our new and original method 
of lasting and stitching will be appreciated by every Shoe- 
man. Come and see these Col-Ton Process Shoes 
at our Display and Sample Rooms during the 
Boston Fair, July 9, 10, II, 


——-——s 


COLELLA & LEIGHTON, Shoemakers, LYNN, MAS‘. 
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Don’t miss 
seeing the 
Kent Shoe — 
the high spot of 


the show! 

















No. 309 in Black Calf 
No. 310 in Tan Calf 
BCDE 


No. 307 in Black Calf 
No. 308 in Tan Calf 


Hotel Statler 
Booth No. 80 
and 
Room 416 


Also at Boston 
salesrooms 
Room 510 

Statler Building 
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You'll want 
to see the new 
Packard styles— 
On display 
Hotel Statler 
Booth 80 


The Lond and 
e London 
No. 747 in Black Calf Room 416 


No. 748 in Brown Calf Also at Boston sales- 
A BC D widths 


rooms 
Room 510, 
Statler Bldg. 


The Rumson 
No. 739 in Black Calf 
No. 740 in Willow Calf 
A BC D widths 
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Lo naa a tat ae Na ne EN Ne Ne a A nn NN Tn TN nN NN a a 


Crossett and Lewis Young Men’s Styles 


In Stock 


(Branded and Unbranded) 


Crossett 
Bench Made 


Price $4.35 
Price $6.35 


B2017—Black Calf Kenmore Last B8021—Black Calf Kim Last 
B2018—Same in No. 89 Brown Calf B8022—Same in No. 110 Brown Calf 
A, 7 to 11; B, C, and D, 6 to 11 B to D, 6 to 11 


PT ee ee ee : 
er tal et tal tel tal tal tat el tal ta tal ta Dl Nal a a a ta tel ee tl ta tl Pe te ee ee PPT 58 


ROSSETT and Lewis Shoes are carried in sales. It’s the kind of service that gives us an 
stock in a wide variety of young men’s always busy Stock Department catering to 
styles for street and dress wear. Our cus- the immediate needs of the better class stores 
tomers also are able to secure extra business throughout the country. 
ween long line of staple High and Low shoes You, too, can save a great deal of business 
in Kid and Calf leathers. which otherwise is turnover to your next door 


This kind of Stock Department Service gives neighbor. 


Crossett and Lewis agencies a good volume of The Crossett In-Stock Control System is at 
business the year round. It’s the kind of ser- your service. Write for catalog and folder of 
vice which enables our trade to take care of Crossett and Lewis Shoes In-Stock Ready 


85% to 90% of their every day possible to Ship. 


re - 
Nae na Na ee a ha tah he te eel el eed hel 


During the Boston Show, July 9, 10, 11 at the Hotel Statler, 
these two lines will be completely displayed at our Boston 
office, 515 Statler Building (adjoining the Hotel). 


° 


Crossett 


oy, 


Price $5.10 Price $4.00 


B4015—Black Calf French Brogue Last 2 I samen Calf Hotspur Last 
7 


0008080808080 
tah tah tal tah tah tah tah 


o 
Fe 


me in Brown Calf 


B4016—Same in Saratoga Brown Calf 
B to D, 6 to 11 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 


080 


> 


08080 
nat tat nah taht 


0e08080 
fn og oe now 
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WALK RIGHT IN 
TO S 
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ROOM 


524 


L. B. EVANS’ SON 
COMPANY 


. \ ' — 100 years 





of 
GOOD SHOE MAKING 





























MEN’S AND WOMEN’S 
COMPANIONATE HOUSE SLIPPERS 
IN THE 

BETTER GRADES 


No. 442 —= No. 450 
BLUE KID OPERA—$2.65 TAN KID OPERA—$3.00 


L. B. EVANS’ SON COMPANY 


WAKEFIELD, MASS. 
“100 YEARS OF GOOD SHOE MAKING” 











In 1899 women wore razor-toed 
shoes. During the same year the 
United Shoe Machinery Corpo- 
ration was formed. Shoe manu- 
facturers received the benefit 
arising from concentrated ability 
and greater resources of the new 
organization. Today manufac- 
turers accept (/€E products as 
the standard of quality ... That's 
why they prefer (elastic— 
The Quality Box Toe. 
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LEXANDER WINTON left Cleveland in May, 1899, on a 
‘reliability run’’ for New York. Charles B. Shanks, an able publicity 

man, accompanied him as passenger. Farmers along the route took to the 
horseless idea with enthusiasm. Over a million people gathered to witness 
their arrival in New York. They had succeeded in covering a distance 
of 707 miles, over good roads and bad, in 47% hours—an average of 
4.02 minutes to the mile. On the day of Winton’s triumphant arrival 
in New York City, the first automobile parade ever held proceeded up 
Fifth Avenue to Grant’s Tomb, with thirty motor vehicles participating. 


THE i a TOE 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


e€ 30, 1925 


June 30, 1928 


N O Wa, New Organization puts New Style— 
> 3 mn 


New Saleability and New 
erchandising Opportunities into 


BOOT AND SHOE RECORDER 


I 


ERUCATOR 


O current item of footwear news car- 
ries a message of greater importance 
to retail dealers, than that of the new 

organization and new policy behind Educator 
Shoes. : 

Originally established by Rice & Hutchins 
and made famous through many years of 
conscientious manufacture and efficient mer- 
chandising, Educator has won a permanent 
place in the public's confidence as the com- 
plete orthopedic shoe. 


New Note of Style and Beauty 


It is now the purpose of the new owners— 
The Educator Shoe Corporation of America— 
to still further develop and consolidate this 
great asset by adding a new note of style and 
beauty totheestablished Educator advantages. 

Think what this means to the hundreds of 
thousands who must wear comfort insuring 
footwear yet still want style and smart 
appearance. 

Think what it means to Educator distri- 
butors who can offer a complete line of men’s 
and boys’,women’s and children’s shoes—that 
not only retains all of the old Educator prin- 
ciples of shoe hygiene, but in terms of design, 
materials and workmanship rivals the finest 
examples of the prevailing mode. 

Nor do the plans for the promotion of the 
new Educator end with the improvement of 
the merchandise. 

Advertising in such publications as The 
Saturday Evening Post, Literary Digest and 
Good Housekeeping, together with mailing 
literature and local campaigns prepared for 


dealers, will broadcast the story of the new 
Educator throughout the length and breadth 
of the land. 

No shoe has a finer background than 
Educator and we believe that no shoe offers 
a better opportunity for a successful future. 


Exclusive Dealer Territories 


In the New Educator Shoes the progressive 
merchant will see an opportunity unequalled 
in the business—a line without competition. 

The Educator Franchise will be limited to 
one dealer in a community in the small and 
medium sized towns and to one dealer in 4 
neighborhood in the larger cities. 

The Educator dealer can merchandise and 
advertise his line to his own advantage—he 
is not under the necessity of sharing the 
benefits with another dealer across the street. 

And, so far as his community is concerned, 
Educator national advertising is his advertising. 


A Complete Line 


Consider, too, that the Educator line is com- 
plete. With shoes for men and boys, women 
and children bearing the Educator trade- 
mark, all nationally advertised and with 
freedom from competition, the Educator 
dealer has a unique opportunity to build a 
permanently profitable business. 

We are pleased to announce that many of 
the outstanding retailers of Educator Shoes 
in the old days are still engaged in the ex- 
clusive Educator representation under this 
new and more advantageous plan. 


Negotiations are now under way for Educator Franchises in other territories. 
Applications should be addressed to: 


EDUCATOR SHOE CORPORATION of AMERICA 


225 West 34th Street, New York City 


131 
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a good grade, genuine hand-turned 

shoe containing a full-sized Tufskim 

sock lining, to the shoe manufacturers 

of one of the largest shoe manufac- 

turing centres in the world with the request, ‘““What 
criticism can you make relative to this shoe?” 


The shoe submitted was one made by a manu- 
facturer who turns out quality merchandise and 
the consequence was that, in so far as style and 
workmanship went, there was no criticism to offer 
and the shoe was handed back without any criti- 


cism being made. 
Not one of the shoe manufacturers interviewed 


noticed that the shoe submitted contained a full- 
sized sock lining cut from Tufskim. 


The Tufskim sock lining so perfectly matched 
the color and grain of the quarter lining that, so 


<s RESPRO Inc. 3S 


‘PROVIDENCE R. tl. 


June 30, 1928 


far as general appearance went, there was abso- 


lutely no difference. 


If the shoe manufacturers who spend their lives 
handling leather cannot distinguish between a 
Tufskim sock lining and one cut from the same 
stock as the quarter lining, then, considering the 
fact that Tufskim has always satisfactorily filled 
every sock lining requirement to which it ever was 
subjected, it stands to reason that shoe manufac- 
turers who are not using Tufskim for sock linings 
are simply throwing their good money away because 
cutting your sock lining requirements from 
Tufskim will cut your shoe costs cents per pait. 


Tufskim samples will be furnished on request. 
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The Marionette 


On Display 
by N at Boston 
John M. Miles f . July 9, 10 and 11 
‘ } Hotel Statler 
Room 443 


In attendance PBR | Space 86 


Harry M. Husk 


Harry E, Adams AT ER ARE IT ED I 


IN STOCK 


The Marionette 


In Patent Leather, Black 

Kid, Brown Kid, Marron 

Kid, Honey Beige Kid, 
Covered Heels 


AA to C 


The Gordette 
In Patent Leather, Black 
Kid and Brown Kid 
AA to E, 24% to 9 


The Alomette 


In Patent Leather, Black 
Kid, Brown Kid and Black 
Satin 
AA to D, 2% to 9 


The Gordette S Lup The Alomette 


HARRY M. HUSK COMPANY massacuuserrs 
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| ¥ ) 
: our season for 


B2040—White Washable Kid ‘‘Classic.” 


sds ae white shoes is No 


: Our season closes July 15th. 
AN We are ready to serve you with White Washable Kid shoes 
from stock for the next two weeks. 
The Classic Pump in Black Patent and Black Satin has 
demonstrated its extreme selling quality and will be con- 
tinued in stock this fall. 
The Classic—‘‘a pump that fits but does not bind.” 
Stock these shoes and join the hundreds of regular patrons 
; we serve with the most satisfactory turn-over results. 


B2042—White Washab'e Kid ‘‘Classic.’’ 
20/8 Spike Heel x SIZES AND WIDTHS IN STOCK 
Blacks—AAA 5/8, AA 4/8, A 4/8, 
B 3/8, C 2-1/2/8 
Whites—AAA 5/8, AA 4/8, 
A 4/8, B 3/8 





IN Stock DEp’T. 


W. H. LAMPE SHOE CO. 


Designers and makers of original patterns 
in Novelty shoes for the “Smart Trade” 


ST. LOUIS MO. 


B2050—‘‘Savoy’’—400 Last, 15/8 Box, 
White Washable Kid, Bev. 
Edge, White Kid Lined. .84.60 


No. 2000—Classic, Square Throat No. 2002—Classic, Square Throat 

D'Arcy, Patent, 100 Last, 14/8 D'Arcy, Patent, 200 Last, 20/8 

Box Heel, White Kid Lined, Spike Heel, White Kid Lined, 
Bevel Edge McKay .0F Feather Edge McKay.......... $4.20 
No. 8. oe Vo. .3—S *k § 4.20 
B2052—“‘Savoy"—300 Last, 18/8 Spike, No. 2006—Same in Black Satin.. 4.05 No. 2003—Same in Black Satin. 4.2¢ 
White Washable Kid, Fea. Bdge, 

White Kid Lined 





Sizes and Widths of Black Shoes Sizes and Widths of White Shoes 
AAA 5/8, AA 4/8, A 4/8, B 3/8, C 2 %4/8. AAA 5/8, AA 4/8, A 4/8, 1 3/8. 
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A 
Fast Selling 
Line 
of 
Men’s 
High Grade 
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To experts only is intrusted the task of designing and 
making of “The John C. Roberts Shoe.” 

The design and workmanship must be correct. 

This care exercised in designing and making, coupled 
with the high grade materials used, is reflected in the fitting 
and wearing qualities of the John C. Roberts Shoe. 







Write or Wire for Salesman or Catalog 


FRIEDMAN-SHELBY 


Branch 


INTERNATIONAL SHOE CO. ST. LOUIS 
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SHIRLEY 


Style 4040 . . 
Navy Blue Lizard Calf 
Crescent Toe 15/8 Hee 


ASMINE 
J MERNA Black Lizard Calf 


Style 2261 i 
Style 472A Style 478—Black Kid 
Black Kid, Aluminum and, Patent, Silver Buckle IN-STOCK—Boston 
Gun Metal Beaded Buckle Regent Toe 19/8 Heel Style 477—Black Satin 
Lysle Toe 15/8 Heel Flexible Sole Style 2219 
Flexible Sole i Brown Kid 
Style 471 A N-STOCK 
Style 2260 Black Satin, Silver Rhinestone Buckle Oe. and New York 
Marron Glace Kid IN-STOCK Style 479—Patent 
IN-STOCK—Boston Boston and New York ~ IN-STOCK—New York 
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for you this Fall.... 


WHICH will win your vote? 


OOKING ahead—thinking clearly—choosing now 
the shoes and lines he will build his business on 


this fall. 
sive shoe merchant. 
open to him. 


That’s the present occupation of the progres- 
Two methods of procedure are 
Two issues—clean cut issues, face him. 


Which platform will the far sighted merchant build his 
fall business on? Which will you choose? 


You can buy a few shoes here and there from 
(1 many makers, and risk your profits in close-outs 


of odd lines at the season’s end. 


You can draw on the In-Stock services of a half dozen 
companies, but you'll get better service from one or 
two companies if you concentrate. 


You can feature your own name in shoes, but experience 
is teaching that advertised names sell more quickly, 
with lower selling cost and faster turnover. 


You can experiment till you find a big idea and spend 
time and money putting it over. But it’s quicker and 
costs far less to swing along with a compelling national 
campaign working for you all the time. 


You can dabble in style with a few of your own crea- 
tions. But it’s wiser to leave to the’stylists the things 
that are the stylists’ and to build a volume business with 
a broad line of numbers that are proven out before you 
buy them. 


You can take a long profit on a few sales, but the way 
to make CUSTOMERS is to get a legitimate markup 
and to get profit on turnover. 


You can slash prices and qual- 2 
ities to meet chain competition. 

But you can’t match their re- 
sources. So it’s a wise mer- 
chant who trades up with a 
strong line and builds on a 
quality and repeat business 

that is hard to undermine. 


You can concentrate on a strong line like Queen 
(2 Quality. 
And draw on the tremendous resources of a company 
big enough to help you build a permanent business on 
a sound basis. 


Big enough to hire the best styling, merchandising and 
advertising brains to guide you. 

Big enough to effect savings through economic produc- 
tion and so to pass along exceptional values to you. 


Queen Quality’s In-Stock-Service with convenient In- 
Stock centers enables you to keep stock small yet fully 
sized—and so to turn it more quickly and more often. 


Queen Quality shoes, retailing at $7.50, $8.50, $10 and 
$12.50—some at $6.00 and $6.50—are logically priced 
for volume business. For actual surveys prove the 
average American woman can and does pay $8.00 four 
times annually for her shoes. ; 


You lower your selling cost and cut down sales resist- 
ance by featuring shoes which already have acceptance. 


You cash in on Queen Quality Wardrobe advertising, 
which in your town is YOUR ADVERTISING. It 
works for you automatically. 


By allying your own good 
name with Queen Quality’s re- 
spected trademark you are sure 
of a sound markup. You are 
building a business that is on 
a permanent basis, a business 
strong enough to more than 
match your competition. 


THOMAS G. PLANT CORPORATION, BOSTON 





— [ In-Stock Centers | 
BOSTON 


NEW YORK 





ATLANTA 
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HIGH GRADE CORRECTIVE | 
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GOODYEAR WELTS 


TO 
RETAIL AT *5.22 anp %6.22 


Made in Women’s Stylish and Stout Weits; also Misses’ and Children’s Welts. 


This line will be shown at the J. A. Jonas Shoe Co. Boston Office, 207 Essex | 
Street, Room 218. | 


MADISON SHOE CO., MARLBORO, MASS. | 


ie | 


For Real, Active Selling These Two Models 
Are Making a Record 


Rita Paris Oxford 
No. 82 — Patent Leather and Suede . . $4.60 RCH SHOES No. 80—Black Kid—AA-E...... + $4.40 
No. 83 — Brown Kid and Suede, AA-D $4.75 . No. 81—Patent Leather—AA-E .... $4.40 


We expected the “Paris” and “Rita” to be Ifyou are prepared to take care of increas- 
good sellers, but the rapidity with which ed business, the “Paris” and “Rita” will 
they attained leadership in a busy season make your sales take a spurt with very 
has astounded us. For a quick turn-over little effort on the part of the salesman. 
and repeat sales you can safely choose They have proved their popularity. In 
these two models. stock and ready for shipment. 





50c a Pair More Profit on All Gibbon Shoes 


Including the Famous Insured-Arch Line 


C. S. GIBBON CO., 50-56 North 4th St., Philadelphia 
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JONAS 
STYLISH 
McKAYS 


TO RETAIL AT *5°° anp $6°° 
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We will show our Novelty Boot 
during the Boston Style Show at the 
Boston office, 207 Essex St., Room 218. 


J. A. JONAS SHOE CO. 


143 ESSEX STREET 


HAVERHILL 
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Over 60000 Claims Paid ROOF zi ee i = ( 


TORNADO . FIRE , 





When fire or accident comes, the thing that means 
most to you is prompt payment of your loss. The 
entire Central organization appreciates this fact and, 
in the Mutual spirit of friendly service, our agents 
and adjusters give immediate and sympathetic co- 
operation to expedite settlement. Our check in full 
is mailed within twenty-four hours after receipt of 
proof of loss. 





Over $17,000,000.00 to Policy Hol 


The Central has paid over 60,000 claims with entire satisfaction to policy holders. Up to January 
1, 1928, it had returned in dividends a total of $5,294,004.00. The present dividend return is 30% 
With assets of $3,509,238.51 and a net sur- 
plus of $1,704,513.42, The Central is staunchly sound and dependable, measured by any test of sol- 
vency. Its policies are absolutely safe. It offers reliable and low cost insurance, with the guarantee 
of prompt claim service, to any individual or corporation whose business or property can qualify as 


—representing a very tangible saving in insurance cost. 


a first-class moral or physical risk. 


Write for further information as to what The Central offers 
you in quality of protection and in saving in insurance cost. 


A Friendly 


"CENTRAL “™ 
Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 


FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 
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GREATER NEW YORK 
FOOTWEAR IDEAS 
FOR FALL 





HE open road ahead—step ping on the accelera- 

tor of modern merchandise aided by the high 

compression of modern _ merchandising 

methods. Greater New York in the vanguard with 

speedy lasts, stream line patterns—colorful effects 

and modernistic touches that keep pace with the 
spirit of the times. 

















Ju 
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evs DOMINATED 
the 
Brooklyn Style Show! 


D”. you attend the Brooklyn Manufac- 
turer’s Style Show at the Hotel 
Commodore, New York, in May? 

When formal footwear was shown on the 
runway —68 out of the 78 models were 
in silver or gold kid. And every one of 
these 68 models was ELDORADO! 

A remarkable indication indeed, of what 
the Brooklyn makers think of ELDORADO 
Silver and Gold Kid. Makers of quality 
footwear—whether in Brooklyn or else- 
where, unhesitatingly choose ELDORADO 
everytime. They know that its glittering 
beauty is lasting—that its color and 
sparkle are permanently tanned into it by 
a group of the greatest tannage experts 
in Europe. 

As a retail buyer you know from experi- 
ence that Silver and Gold Kid can be 
either very good—or very troublesome. 
Why experiment with your new fall num- 
bers— when you can be certain of perfect 
quality and satisfied sales? 

Merely ask the manufacturer if the Silver 
or Gold is Hecht’s ELDORADO! We shall 
be delighted to send you samples. 








A Special Lining that Prevents Tarnishing! 

If you will order your ELDORADO Silver and Gold Kid 
Shoes lined with Hecht’s special white Lambskin—you 
can assure your customers that the shoes will not tarnish. 
And you can back it u Our Special White Lambskin 
is of a secret tannage t at seals the pores and prevents 
the silver or gold from tarnishing or turning dull. 
The lustre becomes permanent. Your customers become 
more satisfied. A feature that can be advertised. Ask for 
Hecht’s Lambskin for lining. Write us for samples. 


F. HECHT & Co., Ine. 


World’s Largest Distributors of Novelty 
Leathers and Genuine Alpina Reptile Skins 


10 SPRUCE STREET, NEW YORK 
PARIS 


| ELDORADO 


Vold and silver hid 





SEE US AT THE BOSTON SHOE & LEATHER FAIR, HOTEL STATLER, ROOM 436. JULY 9, 10, 11 
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3306—\Vomen’s patent leather 
ganda! with mat kid piping and 
silver rings interlaced with mat 
kid on center strap. z/8 full 
breasted spike heel. Silk French 
erded. Kid lined. 


9367—As above in 14/8 covered 
Cuban heel. 


3308— As on in 14/8 Baby 
Spanish hee 

3300—As 3306 in black brocaded 
satin with mat kid center strap 
piped with patent leather and 
ad rings interlaced with mat 


330i—Same in 14/8 covered 


Cuban heel. 

3302—Same in 14/8 baby Span- 
ish heel. 

3303—As 3306 in Cocoa kid with 
cocoa kid center strap piped with 
parchment kid. Brass rings in- 
terlaced with parchment kid. 


3304—Same in 14/8 covered 
Cuban heel. 


3305—Same in 14/8 baby Span- 
ish heel. 


C Width 
Sizes 3 to 8 
Price $2.85 


PHILA., 17 No. 4th ST. 


Sou: fg Erne rerTreT 
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All the questions regarding patterns 


and materials in Fall Styles can be 


400i—Women’s D’orsy pump with 
black velvet base embroidered in 
red silk. 20/8 full breasted spike 


readily answered by seeing Bleecker’s heel. Silk French corded. 

i base embroidered with white’ silk. 
styleful exhibit of Fall models at the 
Copley Plaza, July 9th, 10th, 11th. 


4002—Same in brown velvet base 
embroidered with taupe silk. 


C Width 
Sizes 3 to 8 
Price $2.85 


See Bleecker at Boston 
HOTEL COPLEY PLAZA—JULY 9-10-11 


“Shoes That Anticipate The Styles That Sell” 


SAUSAGEARRAR RENR ERR ER ARAM ER REAR NARA aoe 


HHO 
VE WIRE HOUSE 


CECE EEE ET EEE ee TERETE TUS 


riginalors alors . 
NEW YORK CITY 


216 ESSEX ST. 
DETROIT, 418 LAFAYETTE BLDG. 


138-140 DUANE ST. 
BOSTON OFFICE: 
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ESTABLISHED 1890 


SPECIALISTS IN 


GENUINE REPTILE LEATHERS 
EXCLUSIVELY 


© 


LARGEST TANNERS OF 


ALLIGATOR SKINS 
IN THE WORLD 


@ 


SPECIAL COLORS IN ALLIGATORS 


SNAKES AND LIZARDS 
AT VERY SHORT NOTICE. 


(ees } 
LET US HEAR FROM YOU 


gaecee® 


BAYER BROTHERS LEATHER CO., Inc. 
2 PARK AVENUE, NEW YORK, N. Y. 
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No. 268—Black Suede with green kid < 
piping on wings and heel. Our 115 last. 
21%/8 heel. 


Shirley Shoes are designed by 
Goldblum & Schoor 
See Our Boston Exhibit at 
The Copley-Plaza Hotel 
July 9-10-11 
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No. 274—Black Suede 
3 eyelet Oxford with 
Lizard on 
Suede cut-outs. Our 
180 last. 16/8 heel. 
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¥ 


ae 


Ling. 


—_ 
TIRLEY =o“ 


SHOE CO. we 


18 East 16TH STREET 
New York City 
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REG US PAT OFFICE 


On display July Ist-15th 
At Rooms 918 
Hotel Essex, Boston 


In attendance 
Mr. I. R. Merriam 


This is the first opportunity to view the new line of genuine 


Deaumitt, Sendala, for the 1929 season. Far seeing 





buyers will readily realize the value of making their selection 


now. 


GOLO SLIPPER COMPANY 


MAIN OFFICE BRANCH SALES OFFICE 
129 DUANE ST., NEW YORK 1634-1635 REPUBLIC BLDG., CHICAGO 








IMPORTED ENGLISH BOOTS 
IN STOCK 


BECAUSE we carry the best and largest stock of English riding and 


field boots and accessories— 


Because every live-wire operator knows that Colt-Cromwell can take 
immediate care of all their requirements for this class of merchandise— 


Are the reasons for our ever-increasing clientele 


Our catalogue of riding, field, aviator and Jodhpur boots, riding ac- 
cessories, puttees, and Sam Browne belts will show you a way to serve 
a new and growing demand with a minimum investment. 


1239 BROADWAY Established 1899 


ea 








COLT-CROMWELL CO., Inc. | 
NEW YORK, N. Y. 
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A BIG STOCK LINE 


You can’t— 


We know what?’s in ’em 
You don’t— 


Real Brockton Quality 


Service you n 


SELLING BIG 
* NOW 
OUR SQUARE-O 


B, 7 to 10; 
C, 6 to 10; 
D, 6 to 10 


P&V New Mecca Brown Calf 
Black Calf 
Square-O (162) last; single soles; corded tip; 
soft box toe; Rubber Heels. 


15 STYLES IN STOCK 


Diamond HhoeC- 


139 Duane St., New York 


All. Factories: Brockton, Mass. 











Or 
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No. 7897—KID D’ORSAY—Satin lin- 
ing. Tufted sock lining. Full grain 
sole> 12/8 heel. In Tan, Black, Red, 
Blue and Green. $2.85 pr. 


No. 7877—Same as above, in Patent 
Leather. $2.85 pr. 
Of the 


No. 7837—Same style in Black Shoe 
Satin, with Blue, Orchid, or Peach Better 
Grade 


‘lining. $2.60 pr. 


Your customers will like the smart styling and luxurious 
BveW 


ease of these new Best-Ever Boudoirs. 














Best-Ever Slipper Co., Inc. A 
NEW YORK ese 


BROOKLYN, N. Y. 


BROOKLYN 


75 FRONT STREET 





| “*Best-Ever’’ D Dibiinsiissiina the Fine Trade! 














If CROMING THE OCEAN RIGHT NOW WITH THE 
latest buckle creations of ottr 
PARIS FACTORY 


HENOPES TO SEE YOU, DURING THE BOSTON JTYLE SHOW 
AT OUR SHOWROOMS INTHE HOTEL STATLER 


LEON SY EEL Nc 


Louis J Bainensead Pres 
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Black 


Patent Leather 


Gun-Metal 


Patent, smooth 
and embossed 
im various new 


grains 






Retailers specify 
Snyder’s Rainbow 


Trout and 


Homespun Weave 


for Fall Trims 








—_ 











BOSTON 
63 SOUTH STREET 




















Balloon Toe Last 
23/8 Spike Heel 



























The Pump is manufactured on a balloon 
toe last, with a 23/8 Spike Heel, that has made it the 
best fitting and the most popular pump in medium 
priced footwear! 

Many new customers and constant repeat orders have 
already proved this statement! 

The Pump is made to your order in 
any materials with three to four weeks’ delivery. Prices 








on request. 

The Pump is also carried IN STOCK in 
patent leather and black satin. Priced at $4.00—A, B, C 
Widths. 





Our gematete line will be displayed at Rooms 
532-534, and Booth 101, Hotel Statler, 
July 9th, 10th, 11th. 


Duane_Shoe © Company, 


&. CORPORATION 
143 Duane St., New York . 
Factory—Haverhill, Mass. 
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Carter’s 


VAMP EASER 


Eases Vamps that 
bind the instep 


STRONG solid tool made 

of aluminum, brass 
bound, fits all sizes, either 
high or low heel lasts, right 
or left shoe. The best shoe 
stores throughout the coun- 
try are using our 


VAMP EASER 


and they all agree that it 
actually reduces sales resist- 
ance by immediately “break- 
ing in” shoes that bind the 
instep. Send us your order 
now and note how easy it is 
(just turn the handle) to 
overcome this difficult fitting 
problem. 


CARTER’S | 


VAMP EASER CO. Ine. 


VALLEY STREAM, N. Y. 
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Whites 
Calf—Kid 


Miss Peggy 


Style B4018—Made of White Kid over 2003 
Round Toe Last with 20/8 Spike Louis Heels. 


Miss Tanaura 


Style B4020—Made of White Calf over 1401 
Medium Toe Last with 14/8 Boxwood Heels. 


Mr. R. C. Silliman 
Parker House, Boston 
July 9-10-11th 


OPEN SIZE SCHEDULE 
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The showing of our 
Fall ideas in 


Brocades 
Leathers (Evening and Street) 
Reptiles 
Vamps 
Buckles 
Heels 
Novelties 


JEFFERSON IMPORT CO. INC. 


Marbridge Building 
47 West 34th St. New York 
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“More leather bows Vanity Bows and Leather 


‘ ornaments are being sup- 
and ornaments will be ad @ eam 6 Ge om 


used this Fall than ever : tion’s finest shoe manufac- 
before in the adornment turers in every part of the 


‘ try. 
of high style footwear.” ee 
Ask your manufacturer for 


Style Note. : Vanity Creations. 








1261 ATLANTIC AVE. BROOKLYN, N. Y. 
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GRAND RAPIDS STORE PLANNING AND EQUIPMENT INCREASES PROFITS 4 
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A corner of the 
Warren Street 
Store 


[8 yearsofservingRogers Peet | 





... “for 18 years we have un- 
hesitatingly turned to you for 
advice as to layout as well as for 
the essential store equipment.”’ 
Phillips R. Turnbull, Vice Pres., 
Rogers Peet Co., New York City. 


“ “ “ 7+ 


ITH real pride we present 

Mr. Turnbull’s letter, which in- 
dicates the part we have played in the 
building up of this great institution. 
‘‘A merchant from another city has 
made inquiry of us concerning store 
equipment. I think it only right to 
let you know the pleasure it has given 
us to recommend your products. 
“‘We made our first purchase from 
you 18 years ago. .. . Since that time 
we have unhesitatingly turned to you 


for advice as to layout as well as 
essential equipment. 

“We appreciate not only the uniform 
excellence of your product, but its 
superior ability to display merchan- 
dise, to attract sales, and its greater 
efficiency in completing these sales. 
“‘The interchangeability of your fix- 
tures offers advantages and econ- 
omies by reason of its flexibility, 
permitting arrangement and re- 
arrangement with the least waste of 
time and expense. 

“I can think of no better proof of eur 
appreciation. .. than our continued 
relations for so long a time.”’ 

From small stores and large come 
letters like this. Whether your store 
be large or small, send for literature 
on ‘‘New Way Methods in Merchan- 
dising,”’ without obligation. 


GRAND RAPIDS STORE EQUIPMENT 


Formerly: The Grand Rapids Show Case Company + Welch-Wilmarth Corporation 











CORPORATION 





Factories: 
Grand Rapids 
Portland, Ore. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 2-6 
Gentlemen: Please send literature and information on your planning service and store equipment. 





. Name 
Baltimore 


New York City 





City........ 





> 





Executive offices: 
Grand Rapids, Mich. 
Branch offices and 
representatives 
in every territory 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 





—_- 


Dressing Up the Store 


Early Planning Is 





HEN the fall season opens you will want the 
store to be suitably dressed. You may or may 
not decide that some new equipment is in order. 
If you do, this should have your attention at once. 

You will want decoratives for the windows and store 
interior. These are not stocked by the makers. It is 
wise to allow several weeks for them to be made up and 
shipped. 

If you haven’t catalogs of these materials, write 
for them now and check carefully with due regard for 
harmony of color and design throughout all appoint- 
ments of the windows and interior. 

It pays to be liberal with the money allotted to deco- 
ratives and to put it into units of distinctive charac- 
ter rather than a greater 


the Chief Requisite ° 








tomer. It would reduce the time required for a sale 
and add to the customer’s satisfaction. Wall display 
cases, set into the shelving, are a practical means of 
providing for this display in most stores. Usually 
there are some other places also where glass-enclosed 
displays may be used inside the store. 

Look over your seating. It may be ready for refur- 
nishing or replacing. Also some good purpose in the 
way of convenience or a clearance might be served by 
rearranging the chairs. 

Is your hosiery section right up to the minute? This 
is a paying department and is well worthy of the help 
that you can give it in the form of equipment to pro- 

vide maximum facilities for 











profusion of commonplace fi 
ones. 

The people whom you 
aim to attract to your store 
want shoes that will help 
them achieve individuality 
in dress. This tends to 
make them susceptible to 
the appeal of a store which 
shows individuality in its 
own dress. 

Good shoes are worthy 
of a good presentation. 

A poor setting often 
makes good shoes look un- 
inviting. The right setting 
makes them alluring. 

Is your store front mod- 
ern, attractive and deep, 
with plenty of window 
space? 

Does the window back do 
justice to this front? 

Are the display fixtures 
in keeping? 

Major improvements cost 


ordinary is going on. 
season came in late. 


rices. 


dividual items. 


money, but they make 
money, and time spent the sale of shoes. 
without them cannot be re- 
called. 

Now, as to the store in- tance of these. 
terior— 


Have you a comprehen- sales at this season. 


Sive display of shoes there 
to aid customers in mak- 
ing their selection? This 
would mean less shoes 


lasting good will. 








The Merchandiser’s 
Notebook for JULY 


folks see at a glance that something out of the 
But bear in mind that the 
If you have a lot of sum- 
mer merchandise on hand, you also have several 
weeks left in which it can be sold at regular 
Possibly your chief competitors would be 
appy to defer their general clearance sales until 
August if assured that you would do the same. 
You might ‘arrive at an understanding with regard 
to general sales, not necessarily applying to in- 


July 9-14—Play up beach slippers. 
good for getting people into the store, and if the 
salesfolk properly follow up the opportunity many 
sales of other items should result—sales that you 
wouldn’t otherwise have. 


participants and onlookers at these occasions. 


July 16-21—If your shoe displays aren’t pull- 
ing in enough people to keep the clerks @usy, give 
some prominent display space to hosiery and 
accessories. Hosiery is needed at all times. 
ornaments will attract attention now and help 
Show shoe dressings, shoe 
trees and other items for the proper care of 
shoes and use show cards explaining the impor- 


July 23-30—Souvenirs and novelties will help 
Often they pull better than 
price cuts that are more costly, and create a more 
Advertising space is a good 
buy now because it reduces the percentage of over- 
head besides keeping the store in the public eye. 
Don’t be too sparing in the use of it. 


display and stock in the 
space allotted. 

The floor covering may 
be pretty well worn. If 


July 2-7—If you must start your summer price so, this should be re- 
cutting right after the Fourth, be ready with placed before the fall sea- 
some different ads and window trims that will let son opens. 


If you run shelving along 
the walls, what is on the 
space above the shelving? 
If this is bare, a few 
placques or pictures might 
add a pleasing finishing 
touch. Or possibly one 
painting could be used of a 
scene or design that is per- 
tinent to a certain line of 
shoes that you handle. 


They are 


Run a sports calendar The store may need a 
in your window, iting all coming sporting events || general cleaning. This 
ete ys - a oo should be arranged for 


well in advance and timed 
to avoid conflict with the 
installation of new equip- 
ment. 

Now is the time to take 
a tour of inspection around 
the store with the express 
purpose of finding things 
to be done during the sum- 
mer. This must not be put 
off if you would make the 
most of opportunities for 
effective dress-up for the 
fall. 


Shoe 











brought out for each cus- 























Mert 


A) Nee 


BOOT AND SHOE 


RECORDER 





























A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of 














1016 Lytton Building 


Philadelphia: R. 703-1211 Chestnut St. 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 





“New Styles in 
Shop Seating”’ 
Helpful handbook for 
the modernshoe store 

owner or manager. 


American Seating Company 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 
32-page book, “New Styles in Shop 
Seating”, also free to interested owners 
and managers. Write for a copy today. 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 
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Making Use 
of 
Wall S pace 


SHOE RECORDER 


Ae ne ee Un oe 


A. Starr Best Uses a Mural to Dress Up the 
Children’s Shoe Department and Exploit 


the Line that Is Featured 


E have of late years heard many complaints 

from farmers that land valued at $400 to $500 

an acre cannot be made to pay. Yet in Europe 
land valued much higher than that is being worked 
and made to pay. 

“Intensive cultivation” is the explanation given. 

We need this principle of “intensive cultivation” ap- 
plied more fully to our merchandising as well as to our 
farming. 

The cost of store space, today, is such that there 
should be no question as to the importance of utilizing 
every inch of it—not floor space alone, but even wall 
space—for some definite and practical purpose in the 
creating or handling of sales. 

Where shelving is used against the wall, the shelving 
does not extend to the: ceiling. The space between, 
usually, is just blank wall. 

Sometimes it is ornamented with decorative panels 
or occasional framed pictures. This is cultivation. 

In children’s shoe departments this space is some- 
times filled with stock wallpaper strips illustrating 


nursery rhymes of tales for juveniles. This is intensive 
cultivation. 

In the children’s shoe department of A. Starr Best, 
Chicago, this wall space is not only decorated—not only 
made attractive to the eye—but actually made to help 
in exploiting a definite line of shoes which is being 
featured by the department. This is the utmost in in- 


tensive cultivation. 

Y CANNON, display man of the Best store, painted 
G. this large, bright colored picture of the Pied 
Piper of Hamelin and his youthful followers to tie up 
with the advertising of Pied Piper shoes. 

L. L. Stone, the buyer for the department, says that 
the painting, which is on the north wall of the store, 
attracts the attention of little folk in other depart- 
ments at the south end. They ask their mothers ques- 
tions about it. They walk over for a closer view of it. 
Mr. Stone feels that this has led to a considerable vol- 
ume of business on shoe purchases that had not been 
contemplated when the parents entered the store. 
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Modernism for Fall 
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No shoe display can com- 
mand top attention if it is 
dressed like a _ reduction. 
Make your windows speak the 
confidence you have in your 
merchandise. 


The new issue of our catalog 
“The Guide to Better Window 
Displays” illustrates the newest 
in settings for Autumn. Mod- 
ern in design and color, it offers 
a convenient and reliable means 
of planning an outstanding shoe 
display. Send for this catalog, or 
see these new decoratives in our 
showrooms when you are in 


Chicago. 


The Adler-Jones Co. 


645 S. Wells St. CHICAGO 











| Put your cus- 


| tomers at ease 
| in Andrews 


chairs and 


WATCH THEM BUY 


Quality in your chairs implies quality 
in your shoes. 
Bring your store up to date. 
Chairs installed 45 years ago are still 
giving good service. 

Send for Catalog No. 90. 


The A. H. Andrews Co. 


107 South Wabash Avenue, Chicago 


NEW YORK PORTLAND SEATTLE 
45 Fourth St. 617 Western Ave. 








“Duflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Buinched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
“Duflo” Smoother 


Your Jobber can supply or 
Write direct. 
F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 
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Main Street Pp uts On a kk ifth Avenue 
k ront—and It P ays! 


y) (ine STREET is on the up. With respect to 
the appearance of the stores it is taking on 
the aspect of the big-city shopping street. 
There was a time when the Main Street merchant did 

not deem it wise to “put on a front” as did his big-city 

cousin—not through lack of progressiveness, but be- 
cause the cost of it would be larger in proportion to 
his rental. 

However, there is another side to that question. 

While the rental value of a store is determined by 
the number of people who have occasion to pass the 
location, the actual value of the location depends on the 
number who are given occasion to stop and take note of 
what the store has to offer. 

That, years ago, led many Main Street merchants to 
improve their fronts. 

They found that it paid. 

There has since been a steady progress in the 
modernizing of Main Street and now you will find there 
many stores that look like Fifth Avenue. 

Recently Wood & Sterling Mankato, Minn., decided 
to remodel their store and inject into it a personality 
and “class” that would be well suited to the effective 
presentation of their Matrix Shoes for women and J. P. 
Smith Smart Shoes for men. 

They did. 

It paid. 

Their new front has plenty of color—plenty of life— 
and Mr. Wallace E. Sterling says it pulls remarkably. 

The window background is of black walnut panelled 
and inlaid with ebony and maple. The border is of 


black walnut. This rich woodwork is all waxed and 
rubbed dull. 

The base and sides are of green Italian marble with 
oxidized copper trim to match. 

“On-a-dor” display cases on each door are lighted 
all night and give added display space for specials and 
feature numbers. These make bright spots of other- 
wise dark spots. 

Gold striped blue awnings add the finishing touch to 
this attractive front and the general effect is extremely 
pleasing to the eye. 

The lighting plan provides for brilliancy without 
glare and shadow. Thirteen three-hundred watt lamps 
and two flood lights are so placed that the detail of 
each shoe is clearly seen from each side. 


Long Mileage Recorded on 
One Pair of Rubber Soles 


UALITY rubber shoes wear. For instance, Owen 

C. Eastman, the young hiker, who recently set out 
from Salem, Mass., for Paris, France, via Behring 
Straits, Siberia, Russia and Germany, wore a pair of 
rubber soled boots 2000 miles before they gave: out. 
He subjected them to the hardest kind of wear, too; 
for he walked through winter’s snow and ice from 
Salem to Montreal and thence across Canada. His 
boots have leather tops and rubber bottoms and were 
made by the United States Rubber Co. 


This bright and colorful new front has .had much to do with putting Wood & 
Sterling more conspicuously on the map of Mankato, Minn. 
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if there is 
any doubt 


in your mind as to the desirability of ordering your shoes 
Cordo-Hyde equipped, make this inexpensive experiment. 





| 
; 
i 
ii 
if 
7 
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Send us a trial order for an assortment of laces. Ask your next 
ten customers this question—“Would you like me to put in a 
pair of laces that are unbelievably strong? They will not break, 
fray or become shabby. And above all they tie and stay tied.” 


Unless you are selling button boots the answer will be an unani- 
mous—YES. Then this will be evidence enough that Cordo- 
Hydes will strongly influence the good will of your customers— 
and that you need them in every shoe you sell. 


Your manufacturer should put Cordo-Hyde Laces in your shoes 
without extra cost to you, but if he won’t—pay the small differ- 
ence of approximately 2 cents on oxfords and your customers 
will appreciate your thoughtfulness. 





J \ 
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furthermore 


while we are talking sales helps, good will and service, we 
must not overlook the value of shoe trees in this field, as 
well as the opportunity they present for extra profits. 


Miller Trees, known as pioneers and leaders, have prob- 
ably done more than any other accessory in creating that 
satisfaction from service which every progressive merchant 


desires in his customers. 


Our finely illustrated catalogue is ready for all who desire 
an insight into this already profitable field. 


O. A. MILLER TREEING 
MACHINE COMPANY 
BROCKTON, MASS. 


The Pack Flat Tree, 

illustrated here, can 

be packed flat, making 

- it convenient and de- 

sirable, especially for 
travelers. 


The Bete Tree, illus- 

trated, is so construct- 

ed that it is possible to 

extend the tree. after 

it is in the shoe, by 

simply turning the 
andle. 
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“It’s Great to Get Up in the 


Morning” 


“RB ECAUSE I’ve quit clattering around all day on hard, 


noisy nails. I found a rubber heel that’s packed with 
pep, comfort, buoyance. A heel that adds snap and style to my 
daintiest shoes. I.T.S. Super-Quality is MY heel from now on.” 
Extra good looks, extra 
long wear and a lively 
resilience that makes for 
sound sleep at night and 
plenty of zip in the morn- 
ings. That’s I.T.S. 
She’s bringing in some 
shoes today for re-heel job. 
If you want her patronage 


) you'll have I.T.S. Super- 


‘a 


; 





Quality ready for her. 


THE I.T.S. COMPANY, ELYRIA, O. 


Tee ty 
I RUBBER HEELS 


Have Your Heels Straightened. Your Shoes Will 
Wear Longer. | 











June 30, 1928 








HOLDER 


DISPLAYS THE BOTTOM 
AND SHANK DESIGN 


Polly Shoe Holder solves the problem of properly 
displaying shoe bottom and shank designs. Par- 
ticularly adaptable to Arch Type shoes. Will dis- 
play both men’s and women’s shoes—men’s dis- 
played by inserting the heel, women’s by inserting 
the counter. 

The Polly Holder is made of non-rustable metal, 
oxidized finish, felt lined. Satisfaction guaranteed. 
$6.00 a dozen $3.50 half dozen 

Check with Order Please. 


M. D. POLLINGER CO. 














416 Victoria Bldg. St. Louis, Mo. 


























Now Ready for 
Mailing! 


It’s Free for 
the Asking 


Our New Fall Flower Book just off the press is now ready for 
you. This Big Wonder Book consisting of 24 pages illustrates 
hundreds of decorative items for Fall in 4-color process, and 
the ideas are new and original conceptions in modern art effect. 
Send for this Big Book Today. 


Visit Our Ultra-Modern 
Studio When in Chicago 


Schack 
Artificial Flower Co. 


Salesroom: 
134 N. Robey 5St. 


Office: 
140 N. Robey St. 
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; ct’s Blue Print Reveals 
New Sales Power for Your Store 


“Power of Suggestion”—the most effective means of creating desire 
and inducing buying action—reaches its greatest height in the new 
display fronts by Kawneer. Greatly enhanced in beauty by its Chased 
Design and many other new and distinctive Kawneer creations, 
these new store fronts are the most powerful selling factor in retail 
merchandising today. We'll work with your architect to plan a 
display front that will pull the crowds to your store. 
THE 


c<awneer 
ateuteny = 


2713 Front Street, NILES, MICHIGAN 
SEND THIS BOOK TO 
ES Ree Ee 


PEE ne TE : 
SG ee RTT ERE 














LOOK FREE DISPLAY COUNSEL 
Write us about your display problems. 


sooo J. DUNCAN WILLIAMS and JOS. H. MARSH f 
. an » ALL, two of Amer- 
ENCHASED ica’s foremost display men, whose years of practical experience have 
DESIGN fitted them to deal intelligently with all phases of merchandise dis- 
play, are at your service. Without cost to you, these men will offer 
you a practical solution to any of your display problems. 
—EEE 
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UNITED CUSHIONS 


THE TIGHT EDGES 
KEEP THE CINDERS OUT 





LONG WEARING 
TOO/ 


up 


CUSHION 
HEELS nf 


asi 
United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Your Course is 
Safely Plotted 


Tat 


Concentrating 


MILFORDS 


Collegiate hat: 








On Disptay During Boston STYLE SHo\w 
nloh a a etch oad - Wee Colo) tao) Cem \ lo) Lobe \ hol lo. 


IN ATTENDANCE 
PautO, Mac Brioc - C.H.Raut — Jonn L.Fox — W.\V.LEAVITT—L.R.FALLON 


MILFORD- 


.2.F GOR OD SHOE COMPANY=—M™M’ItILFEFORD, MASS. 

















BOOT AND SHOE RECORDER 





June 30, 1928 








MEMBERS—and 


Prospective Members! 


; \ X JELCOME to Boston—the heart 
of the shoe world—the head- 
quarters of the Federated Shoe 
Stores of America—and the 


BOSTON SHOE AND LEATHER 
FAR — — JULY9-11 


The hospitality of our organization is 
extended to you. Every retailer should 
visit this office and learn of the group 
buying service that is 


Sweeping THE NATION!” 


We invite you to investigate the service 
that obtains small quantity shipments 
of quality footwear at volume buying 
prices for our members. 


You will be made welcome; you will 
learn how you can quicken and in- 
crease your turnover and add to your 
profits. You will see how the newest 
styles are broadcast to our member- 
ship. 


By all means, visit us. We offer these 
offices as your headquarters. 


FEDERATED SHOE 
STORES “AMERICA 


Albany Bldg. 155 Lincoln St. 
BOSTON, MASS. 
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ATTRACT LV Eo 
FROM ALL ANGLES, 








Mig 















PATENT PENDING 
Snuggetts, the adjustable, non-slip pump 
retainers, have an appeal that makes them 
attractive to the merchant as well as to 
the buyer. From the buyer’s angle there 
is combined utility and beauty. From 
the merchant’s angle there is a good mar- 
gin of profit and ready sale. 


See Snuggetts 
at the 


BOSTON SHOE 
AND 
LEATHER FAIR 


JULY 9, 10, 11 
BOOTH 31 


$7.50 Per. Doz. Pairs 


HAMILTON-WADE COMPANY 
BROCKTON, MASS. 
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Lhe your Joo tprint in the Sand! 


“Here, sir,” you can say to a customer, “is an innersole which fits your foot. 
[t’s the famous moulded Matrix Innersole.” 


That is why it is so easy to sell—it feels so good on a try-on—the upper fits 
—the sole fits—no breaking in. Men just settle into these shoes with a sigh 
Room 415 of satisfaction—and tell their friends about them. 


S 66 ; ; Style No. 382—Mullin’s Trowbridge— 
pues Our new Fall styles will be on display Black Calf Lace Oxford on the Matrix 
during the Boston Style Show in Room No. 8 Last. 


Hotel Statler 415, Space 66, Hotel Statler. Same Shoe in No. 5 Collis Style 282 
In Stock $6.25 


The MAT RIX Shoe 


FOR MEN 


July 9,10 & 11 


ALDEN, WALKER & WILDE INc. 
EAST WEYMOUTH, MASS. 
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“Gene” Kerrigan and “Vern” 
L. Rice of our New York office, 
and Elmer Travers, Henry 
Bright, “‘Billie’’ Green and 
‘*Joe’’ Marshall of our Boston 
office, will be in attendance 
during the Boston Style Show, 
July 9, 10 and 11. 


They will be at your service in 
Room 614 and Space 45, Hotel 
Statler. 
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EASy —_e.: OE. 
Proveeeeecere” 


CH-WAY 


SCIENTIFICALLY DESIGNED AND MADE 




















The Shoe of the Century 


For Those Who Require the Protective Idea, But Want It in the “Highest 
Grade Only,” We Now Offer the “Arch-Way” in Many Attractive Models 
for Street, Dress and Sports Wear 


At the 
Boston Shoe and Leather Fair 
July 9-10-11 
Booth No. 74 
In the Exhibition Hall 
Room No. 442 
Hotel Statler 


Edwin Clapp & Son, Inc. 
East Weymouth, Mass., U. S. A. 


THE “COMB. RALEIGH” 
AVERY POPULAR ARCH-WAY 









168 

















No. 3540 
Wos. Pat. Chrome Five 
Eyelet Tie 
13/8 Rubber Heel 
A, B, C, 


D—4 to 9 
















No. 3640 
Wos. Patent Chrome 
Tie 


No. 1640 
Wos. Black Kid Tie 
13/8 Rubber Heel 
- A,B, C, D, E—4 to 9 
. EEE—4 to 9 


No. 3140 
Wos. Patent Strap 
No. 1140 
Wos. Black Kid Strap 
13/8 Rubber Heel 
A, B, C, D Widths 
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: ~ } ere ate two sides to 
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¢ : every shoe 
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: + The inside and th id 

t + e inside ang the outside 

= e 

+ = Especially is this true of corrective 

= + shoes. 

t : . 

¥ - The outside, highly styled, appea!s to 

= z and satisfies the eye. The inside must 

+ The ARCH MOULDED satisfy the foot, otherwise it will not 

+ a come up to the expectations of the 

= — specially designed counter fits snugly under the arch buver. Therein lies the difference He- 
id gives easy and elastic support. It gently prevents the - 

= inward roll of the foot which leads to arch troubles. tween ARCH-TONIKS and the com- 

SEPT ETE mon varieties of five dollar corrective 


&YUNGEL 


SHOE MANUFACTURING CO 


HARRISBURG, PA - 
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sellers. 








Years of anatomical study and ex. 
perience have taught us how to make 
corrective shoes. We have incorporated 
in Arch-Toniks every feature which we 
have found to be of orthopedic value. 
Notice the illustration of the unusual 
arch-moulded counter which we | 
There are many other features. 









7 















Se. 


Thus we have established a sound 
and. sensible base on which to display 
the smart patterns of the day. 


We illustrate three typical Arch- 
Toniks, but only the shoes themselves 
can show you the trim, eye appealing 
lines. 


If you have a place in your store ior 
a true corrective shoe that is a profit 
maker, ask for our catalogue and iur- 
ther information. 


Devine & Yungel ARCH-TONIK 
SHOES are in stock for immedi- 


ate delivery. 





If your wholesaler cannot show 
you ARCH-TONIK SHOES 


write us direct. 


GOODYEAR 


WELTS 
LKetatler 
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A 
10,000,000 


Shoes soled with Wearite are in demand. 
The public knows how Wearite Soles 
wear. This public confidence in Wear- 
ite soles is confirmed by actual sales of 
10,000,000 pairs during the last three 
years. The quantity grows larger each 
year. 


Wearite is unsurpassed for street shoes, 
. , 
for children s shoes, for work shoes. 
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The Flexing Test—Various soles are 
stitched toa belt and run over pulleys 
Each revolution subjects the soles to 
two flexings. These flexings are re 
corded and the number required to 
distr >ss cach material is noted. 


Wearite Soles are waterproof, flexible 
and good-looking. 


to 


The famous Flexing Test, whereby it 
was possible to test the comparative 
value of Wearite and other composition 
soles, predicted the superiority of Wear- 
ite. This prediction has been amply 
proven in actual service. Order your 
shoes soled with Wearite. 


Visit the Essex Rubber Company Booth—No. 30—at the Boston 
Style Show, July 9, 10 and 11. Our representatives will be registered at 
the Hotel Staller with an interesting display of Essex products. 


WEARITE SOLES 


ESSEX RUBBER COMPANY, TRENTON, N. J. 


Makers also of Plytex Soles and Tite-Edge Heels 


New York Boston 


Chicago 


Milwaukee St. Louis 
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ANNOUNCING 
“The Lucky Stylist” 


AUL SOLOMON, known in the 
shoe world from coast to coast as 
“The Lucky Stylist,’’ announces to 
his host of friends that he is selling 
the line of CLAYMAN SHOES. 
Paul says, “There isn’t a better line 
in the United States at the price. I 
make this statement unhesitatingly and 
without reservations. If every vol- 
ume buyer knew the possibilities of CLAYMAN SHOES, 
from a price and quality standpoint, orders would imme- 
diately exceed capacity. Our novelties for women, at 
five dollars, have no close rivals in the entire country.” 
During Boston Show, Room 658, Statler. 


THE CLAYMAN SHOE MBG. CO. 
1140 Washington Street, Boston, Mass. 











They’re In-Stock— ELL 
HOES 


They Fit— 
— UCCESSFULLY ~ 
They Are Orthopedic— 
All up and down the street are hundreds—in some 


Th il I m cases thousands—of people, walking or riding, many 
cy Bu d Volume of whom can be attracted to your store to buy foot- 
wear. Invite them witha Flexlume electric sign, easily 


They Cost seen and clearly read day and night. 


$1.90 No other adve.tising will produce so much patron- 
age for so low a cost. Write for free sketch of a 

$2.20 sign for your shoe store—no obligation. FLEXLUME 

$2 50 CorPoRATION, 1736 Military Road, Buffalo, N. Y. 


Sales and Service Factories also at 
“DOCTOR’S CHOICE” Shoes “70: 3. od Con ae “Oakland & Toronto’ 
for Boys and Girls are made of FLEXLUME ELECTRIC DISPLAYS 
full grain calf and elk uppers 
—bottomed with Gold Spot 
“Spartan” soles, fawn leather lin- Co fees . Business 
ing, fast-color eyelets—Goodyear / \ I .\ B — 


stitched. 
Yes—QUALITY! | | —" 
the X-Ray 


Stock No. 6211 Shoe 
Moccasin Toe Oxford h Fitter 
The Always Popular Brown 
Elk Comes with Flexible ; 

Sole distributors of the only X-Ray Shoe Fitting 


Spot of Gold Spartan Soles, 
Water Resisting. Fawn Equipment on the market. 


Leather Lining. Fast Color 
ten naa X-RAY SHOE FITTER, Inc. 


ae Sees Milwaukee All inquiries promptly answered. 





























Wisconsin 








NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 

t increasing the latter’s confidence in his ability to 
Catalog and Samples on Request i Gs Gs ee, 

This Sales-Making Tome 
7 Costs Only Fifty Cents 
Nature Footwear Corp. ab eth diem, aa 


Brewer, Maine Boot and Shoe Recorder Publishing Company 
. 207 Seuth Street. Besten 
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WHOo’s WHO ON THE ROAD 








Boston Shoe and Leather Fair Registration and Reception Committee, 
Headed by N.S. T. A. Secretary Delany and 
OTHER PROMINENT TRAVELERS 


RT WIED- 

MAN, for- 
merly with the 
juvenile footwear 
division of the 
United States Shoe 
Company, Cincin- 
nati, recently re- 
directed his efforts 
to women’s shoes, 
but for the same 
concern. Art is 
now one of the 
new salesmen for 
the Red Cross di- 
vision of the Uni- 
ted States Shoe Company, and is cover- 
ing Indiana and Michigan territory. 
R. Ledder, assistant advertising man- 
ager, says: “We have a great deal of 
confidence in Mr. Wiedman’s ability. 
He attained remarkable success in seli- 
ing shoes for the little folk, and we 
have no fear of his continued success 
in the promotion of Red Cross shoes 
in the two above-named States. 


Art Wiedman 


D E. ATWELL, who represents 
* the Interstate Shoe Co., has 
established his permanent headquar- 
ters at the Brown Palace Hotel, Den- 
ver, Colo. He will cover for the com- 
ing season, in addition to his Inter- 
Mountain territory, the States of Neb- 
raska and Kansas. 


JUNE 30 ends the first half year in 
1928. Do not place over six months’ 
burden on the last half of the year. 
Make the finish of the season pay you 
the proper dividends.—From “Martha 
Washington Merchandiser.” 


om, 





HELEN M. HANEY 


BOSTON BOYS ON RECEIV- 
ING LINE JULY 9-11 


Boston. — Buyer registration 
and reception will be the big job 
of a large group of shoe salesmen, 
headed by the national secretary, 
T. A. Delany, traveling out of the 
New England markets, during 
the days and nights of the Boston 
Shoe and Leather Fair, which 
will be held at the Hotel Statler, 
July 9-11. Secretary Delany has 
appointed the following men to 
serve on his “Welcome to Boston” 
Committee: Harry P. Lynch, 
Charles W. Morrill, Clarence N. 
Coggswell, William Noll, George 
T. Cummings, A. J. Anderson, 
George L. Ashe, H. M. Barnes, E. 
J. Andrews, Byron Brewer, E. R. 
Carr, Fred R. Condon, L. B. Cub- 
bison, Syd L. Curry, A. W. Darl- 
ing, R. F. Doyle, Laurence Duffy, 
Robert I. Emmet, Ernest T. Fogg, 
G. W. Foster, F. C. Fowler, W. F. 
Gaffney, W. E. Gerrish, H. P. 
Goss, L. A. Hunt, A. F. Jones, 
Charles E. Joss, F. W. Lord, H. 
W. Lefavor, George J. Loveley, 
H. P. McNulty, John M. Meg- 
gett, E. S. Murray, Frank B. 
Newhall, W. M. Oakman, J. E. 
Phelan, James T. Powers, John F. 
Powers, R. G. Reéd, John B. Sul- 
livan, J. F. Sullivan, J. J. Whelan, 
L. P. Wright, F. M. Coleman, E. 
M. Cox, N. M MacDonald, G. W. 
Manson, Jr., Robert Mills, John 
Thomas, George L. Starks. 








HE many shoe 

traveler friends 
of Buford H. 
Jones, former 
vice-president and 
sales manager for 
the Thomson- 
Crooker Shoe Co. 
of Boston, have 
learned with much 
interest, and many 
well wishes, of his 
new connection in 
a sales advisory 
capacity with 
Dunn & McCarthy, 
Auburn, N. Y. Not only is Mr. Jones 
popular with the boys on the road, but 
with the trade as a whole. He is a 
national figure in the industry and an 
authority on footwear selling and 
styling. He is one of the best conven- 
tion attenders in the country and has 
always made it a point to “swap,” and 
increase, his fund of ideas at the vari- 
ous “meets.” He is a staunch supporter 
of the National Shoe Travelers’ Asso- 
ciation and each year gives a silver cup 
to the N. S. T. A. local achieving the 
biggest gain in membership. Although 
Mr. Jones is not a New Englander by 
birth, he has for a long time been 
prominently identified with its many 
trade interests. He was always one of 
the “headliners” and directors of the 
New England Nights at the N. S. R. A. 
conventions. He was the 1927 presi- 
dent of the Boston Shoe and Leather 
Fair and again, this year, is a member 
of the executive committee of the Bos- 
ton Fair and also chairman of the com- 
mittee on the assignment of exhibit 
spaces and sample rooms. 


Buford H. Jones 


J. B. Kruger, of Oregon and Washington, is the man shown at the left hand side of this check, and the check itself, “for 
exactly $100,” was won by him in the recently held F. M. Hoyt Shoe Co.’s Women’s Sales Increase Contest 
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SAFETY FIRST 


Every number in the Wilbur Coon line represents a five 


figure investment to the W. B. Coon Co. 


When you pick your Wilbur Coon Shoes you can be rea- 
sonably certain that you will find a ready market for the 
styles that you select; that sizes will be available when sizes 
are needed ; that the patterns you choose will be reasonably 


long lived. 


We know that at times you would prefer Style 6666 with 
this trim instead of that trim. In the last analysis, won’t 
the one sell as readily as the other? 


We work on the principle that if a shoe is not worth stocking 
it is not worth buying, consequently we do not solicit make- 


up business. 


This means safety to you, for in the long run you will net 
more on Wilbur Coon Shoes as stocked than you would 
on a mixed line composed of stock shoes and make-ups. 


Yours for Safety First 


37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. a 
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URTIS GAR- 

RETT or Curt 
Garrett, as he is 
known to a large 
number of friends 
in a wide range of 
territory, and par- 
ticularly on the 
Pacific Coast, has 
joined the sales- 
force of the Pen- 
nant Shoe Com- 
pany of St. Louis, 
a branch of the 
International Shoe 
Company. He will 
cover Missouri, Kansas, Nebraska, 
Colorado and Montana. The last two 
years of Curt’s travels on the Pacific 
Coast have been spent representing the 
John Meier Shoe Co. He will make 
his home in St. Joseph, Mo. The Pen- 
nant Shoe Company is a specialty fac- 
tory, making novelty McKays for 
women, exclusively, and Curt says that 
he believes he has a very strong pro- 
position. 





Curtis Garrett 





RANK W. LORD, who sells the 

volume trade of the Middle West, 
part of New York State, and all of 
Pennsylvania, except Philadelphia, for 
the Cushman-Hollis Co., has recently 
returned to Boston after a five weeks’ 
trip through the Middle West. He re- 
ports that he found business very good 


in his territory. 
A SPECIAL meeting of the Boston 
Shoe Travelers’ Association was 
held on June 27 at the Hotel Statler. 
This “get-together” is a semi-annual 
affair, and was held, primarily, as a 
re-union and as a booster for the Ninth 
Annual Boston Shoe and Leather Fair 
of July 9-11. Plans were announced 
for the registration and reception of 
visiting buyers and a large committee 
of shoe salesmen traveling out of this 
market was appointed. 








Jo KALISKY of Chicago, who rep- 
resents Thompson Bros. Shoe Co., 
of Brockton, Mass., in the Middle West, 
left “The Windy City” for his summer 
vacation on June 18. He will spend his 
holidays at Walton Lodge, Chetek, 
Wis., which is only about thirty miles 
from Brule, Wis., where President 
Coolidge is spending his vacation. Joe 
returns to Chicago to greet visiting 
buyers right after Labor Day. 








K. FAR N- 

* HAM, who 
resides at the Ath- 
letic Club, New 
York City, is truly 
the “Big Ben” of 
the Irving Drew 
Company’s sales 
force. Ben, as his 
legions of followers 
know him, hits the 
large Eastern cit- 
ies and is report- 
ing a big volume 
of fall orders from 
his trade. Ben isn’t 
half as grouchy as his picture shows 
him, but on the other hand has been 
known as one of the East’s real jovial 
shoe men wherever they may gather. 
He maintains an office in Room 1507 
Bush Terminal Sales Building, 1380 W. 











B. K. Farnham 
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A TRIBUTE TO THE LATE 
ED TERHUNE 


Boston.—Edward A. Terhune, 
one of the best-loved salesmen 
traveling out of this market, who 
died on June 16, at the age of 61, 
at Boothbay, Me., after forty-two 
and a half years of shoe distribu- 
tion, was the first outside sales- - 
man that the W. L. Douglas Shoe 
Co. had. The appointment was 
made by the late W. L. Douglas 
himsef in 1885, when Ed Terhune 
was a rollicking lad of 18, in his 
senior year of high school. At 
that time, Joseph W. Terhune of 
the United Shoe Machinery Co., a 
brother of the late Edward A., 
was superintendent and buyer of 
the Douglas factory. Mr. Doug- 
las came to the elder Mr. Terhune 
and said: “I think we ought to put 
a man out on the road. Do you 
know of any one?’ J. W. Ter- 
hune said that he did not, where- 
upon Mr. Douglas replied: “What's 
the matter with Ed?” Ed Ter- 
hune was accordingly hired on a 
weekly salary basis as the initial 
member of the W. L. Douglas 
traveling salesforce. His first 
trip was to Connecticut; his 
first bill of goods amounted to 
$317, the details of which he sent 
back to the factory with much 
careful recording and pride, as he 
considered this a big bill of 
shoes. So pleased was Mr. Doug- 
las with Ed’s enthusiasm and abil- 
ity in selling and transmitting 
his first order that he sent him 
on to Rhode Island; he then 
“made” a few towns in Massa- 
chusetts, and from there was as- 
signed to cover Indiana for two 
months. Shortly after his return 
to Brockton from the Hoosier 
State trip he was sent to cover 
the Middle West. 

5 “Ed Terhune was an inspira- 
= tion to a wide circle of his friends, 
= both in New England and the 
South, which he had covered so 
long and well,” said recently one 
= of his dearest friends in the trade, 
: A. E. Day of Braintree, Mass. 
“Ed had a splendid personality, 
and his cheerful manner and bril- 
liant repartee were delightful. 





eesecanscnnen 


He was a kind father, a good cit- 
izen and an earnest and conscien- 
tious worker for the firms he rep- 
resented. We shall all miss Ed.” 








Edward A. Terhune was a mem- 
= ber of the Southern Shoe Travel- 
= ers’ Association and a holder of 
= one of the $1,000 group life in- 
surance policies of the N.S. T. A. 
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Forty-second Street, New York City. 
He is particularly well pleased at this 
time over the success of Drew Arch 
Rest shoes in his territory, and feels 
good over winning a prize offered re- 
cently by his company for volume sold. 





fy Aner THOMAS is making up a 
line of samples, including bootees, 
at the factory of Strout & Stritter in 
Lynn. He expects to start on a trip 
across the Continent with these new 
numbers early in July. 
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L. GARRETT 
¢ of Augusta, 
Ga., who is now in 
his second year of 
representation for 
the Bancroft- 
Walker Company 
of Boston, cover- 
ing Alabama, 
Tennessee, Geor- 
gia, Florida, North 
Carolina, and part 
of Virginia, writes 
that he “antici- 
pates a banner 
season for the 
‘Walk-Croft’ line of smart shoes for 
women in the Southland. Bancroft- 
Walker shoes are like Georgia peaches 
—they want more,” says Mr. Garrett. 
He also states that he expects to be 
on hand during the Boston Shoe and 
Leather Fair, July 9-11, to greet the 
buyers from Dixie. 


E. RANKIN of Wellesley, Mass., 
¢ who travels the Southland for 
Alden, Walker & Wilde, Inc., and who 
is also financially interested in this 
corporation, will on July 1 celebrate 
his fifty-third year of travel through 
Dixie selling shoes. Mr. Rankin has 
been “at it” since 1875. He recently 
returned to Boston after a nine-weeks’ 
trip through his old territory, selling 
shoes for fall. He reports a good busi- 
ness and says that black shoes are sell- 
ing to the extent of 60 per cent, and 
that browns have the other 40 per 
cent, in conservative patterns. He 
relates that one of his customers, H. H. 
Watson of Texarkana, recently put 
across a “good selling’ stunt” by sell- 
ing a visiting cooking teacher and food 
demonstrator on the merits of the 
Matrix shoe so successfully that the 
teacher in turn recommended this par- 
ticular footwear as one of the neces- 
sary parts of a housewife’s equipment 
in her work of food preparation. An 
interesting bit of information about 
Mr. Rankin is that he commenced his 
business association with shoes in a 
retail store at the age of 15. His old 
home was in Charlotte, N. C., and 
his father, once a wealthy planter, had 
lost all of his property in the Civil 
War. After two years as errand boy 
and in general work, he went out on 
the road, in response to a big demand 
by Northern manufacturers for south- 
ern shoe travelers. He was located in 
Baltimore for seven years, and then 
in Hartford, Conn. 





R. L. Garrett 








GREEN- 

e FIELD, 
formerly with 
Novelty Shoe 
Company for 
fourteen 
years, is now 
with the Chi- 
cago branch 
of the Inter- 
national Shoe 
Company, cov- 
ering one of 
the most im- 
portant terri- 
tories within 
the city. Mr. Greenfield has always 
sold a large volume of shoes and is 
very popular with his trade. He is 





Carl Creenfield 


recognized as one of “the live wires” 
of the shoe traveling profession of the 
United States. 
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HUMPTY DUMPTY 


Stock No. 3013 


Patent Leather Cutout Oxford 


8%-11 
$2.30 


THIS ILLUSTRATED 
BOOK OF HUMPTY- 
DUMPTY RHYMES I 
PACKED IN EVERY PAIR. 


Is the pal of 


EVERY BOY AND GIRL 


There’s a wholesome, likable 
character in Humpty-Dumpty 
Shoes — like old Humpty- 
Dumpty himself—which en- 
dears them to the lads and 
lassies. They are real shoes 
for real, everyday children. 


Stock No. 3007 
Patent Chrome One Strap 
Nickeled Fastenette 
11D 11%-2D&1! 


5-8 D 8&%- 
Rubber Heel % Heel 
$2.30 


They are never over-styled or Spring Hee 
2.00 


in quality. 


11%-2 
$2.65 


2.65 


under-nourished 


They fit quickly and keep that 
comfortable fit a long time. 


Our customers tell us it is a pleasure to sell Humpty- 
Dumpties because they stay sold and each pair usually 


sells another. 


WINDOW AND COUNTER 


Humpty-Dumpties will soon reach your town. Why not 
CARDS AND DISPLAYS. 


via your store? 


a - -~ an Peeve.) 





WILLITS SHOE COMPANY pennsyivania 


Aalifax 


Pewee.) 
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WHILE IN 
BOSTON 
Visit the Sales Office 


of 


30, 1928 F 


























The little diagram drawn above will assist you 
in locating our Boston office, where a cordial 


SOLES 


ODAY thousands of pairs of BEAR- 
FOOT and WEARFOOT soles are 
in daily use giving their wearers gen- 
uine foot comfort and satisfactory service. 


Light, flexible, waterproof and comfortable 
—these are the qualities that explain the 
present widespread use of plain BEAR- 
FOOT soles on street shoes. 


When your customer walks out ina BEAR- 
FOOT-soled shoe, he is well started on the 
road to real foot comfort. And satisfied 
customers are THE important factor in the 


promotion of sales. 
Added Wear 
We have a pair of BEARFOOT soles Where 


awaiting your trial at our Boston office. the Wear 
Write, phone or call and we shall gladly Comes | 
submit a sample pair for your personal use. 
Or perhaps you have a boy on whom you 
can make a test. Why not try out a pair of 
the new BEARFOOT soles with rein- 
forced toe and determine for yourself what 


BEARFOOT will do? 


PHONE—LIBERTY 4141 


—> 


Infants, Children and Misses. 
Heel attached to infant’s and child’s 


FACTORY AND WAREHOUSE SALES OFFICE AND WAREHOUSE 
The Bearfoot Sole Co., Inc. Akron, Ohio 178 Lincoln Street, Boston, Mass. 
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**A bird in the hand is worth 


two in the bush”— 


/ "A shoe on the foot is worth 
two on the shelf 
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A shoe you can sell is worth two that you can’t; a line that moves fast is worth two that 
move slowly. For a slow-moving line means a low rate of turnover —a limited purchase of 
needed new styles. A slow line’s profits are absorbed by overhead, or turned into losses in 


marked-down sales. 


There’s but one logical answer:—cut down your slow lines and sell (in each field) the 


line that sells fastest . . . the line that sells best. 
In the field of canvas sport shoes thousands of dealers have found this answer in Keds. 


Here’s why Keds 
move quickly: 


1. Keds’ 135 wholesale distribution out- 
lets, scattered the country over, offer the 
fastest manufacturer-to-dealer service ob- 
tainable on any canvas rubber-soled shoe. 


2. Keds offer the most complete line of 
canvas rubber-soled shoes. There’s a type 
of Keds for every purse and purpose. 


3. More people ask for Keds than for any 
other canvas rubber-soled shoe. 


4. Since Keds are worn by more people 
than any other canvas rubber-soled shoe, 
the repeat-order business is large and steady. 


5. Keds’ consumer-known value and Keds’ 
advertising helps are giving thousands of 
dealers a quick turnover and an increased 
margin of profit. 


Keds 


REG. U.S PAT. OFF. 


MADE ONLY BY 


“THE GLADIATOR” 


A new Keds with a distinctive anti-skid sole. 
Lace-to-toe bal. Upper of unbleached white, 
brown or gray duck. White and brown uppers 
have black athletic trimming, black ankle patch, 
back stay and toe cap; gray corrugated toe strip. 
Gray upper has gray trimming and sole. A fine 
strong model for all-around wear. 


United States @ Rubber Company 


Trade Mark 
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Bathing Shoes Are Quick Movers 
If You Show Em 


Sea Slippers are Colorful Numbers and Should Sell Well for “The Festive 
Fourth” and for Other Summer Holidays 


is an unusual 


wholesalers. 
on bathing shoes,” re-iterate retail shoe mer- 
chants, the country over. Said a good mer- 
chandiser of bathing shoes recently—“The 
new styles in bathing shoes have ‘snapped up’ 
these items wonderfully. Time was when 
bathing shoes were not featured to any extent 
in our store, because they did not seem to be 
wanted. But somehow or another—and I 
suppose the fashions at Palm Beach, or some 
other high-class winter resort started it— 
bathing shoes are now regarded as a neces- 
sary and a most modish part of the correctly 
appareled for seashore and lake-side sports. 
Hence, we are showing them prominently in 
our windows, and are selling them like hot 
cakes. No longer do the drug stores have it 
all their own way.” 


N colorful array, the new bathing shoes 

have made their appearance with reds, 
several shades of blue, and white, leading in 
the demand and all lending themselves logic- 
ally to a Fourth of July trim. Why not try 
a special window just before the big National 
holiday, with red, white and blue bathing shoes 
featured on a sanded window floor, and with 
as many other articles of bathing apparel 
shown as you sell in your shop? Perhaps a 
neighboring department store might loan a 
few wax figures clad in the new Annette 
Kellerman, or Jantzen, swimming suits. A gay 
beach coat, with caps, belts, broad-brimmed 
beach hats of colored straw, para- 
sols, rubberized dolls and rubber 
reptiles, lend a buying appeal to a 
bathing shoe display. In addition 
to women’s bathing shoes, boys’ and 
girls’, and children’s bathing shoes, 
with as many bathing accessories 
as are feasible could be shown with 
profit. -Attractive panels, showing 
sea scenes, make excellent back- 
grounds for a bathing shoe window. 
The best business pulling windows 
are those that fairly tingle with the 
spirit and color of sport, and the 
summer atmosphere. And don’t 
forget that colored balls, both large 
and small, make pretty, as well as 
practical, items for a bathing shoe 
trim. Bathing bags, and rubber 


toplift. 


HERE demand for bathing 
shoes,” report rubber shoe manufacturers and 
“We are doing a good business 


; 


Se mere, 
’ 
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Attractive 
Bathing Shoes 


The final chic touch to 
me's bathing costume is 
the shoes. They should 
be shoes that will hold 
their good leoks, the same 
as your bathing suit 


We have bathing shoes 
ir omé 


which combine comfort 


St erm Hm see sete ee eee 


protection and smart ap- 
pearance in (number 
; tractive new styles 


(Description and Prices) 


Stove Nameplate Hore 
A suggestion for 
@ newspaper ad 
on bathing shoes. 
July and August 
are two of the 
best selling 
months for this 

merchandise 


One of the styleful, high-heeled models 
in bathing shoes, made by The Hood 
Rubber Products Co., Inc. It has a rub- 
ber sole, and covered heel, with rubber 
Its upper is of waterproofed 
printed percale. The shoe shown was de- 
veloped in a green and white and was 
made to match the beach coat 


bracelets should not be forgotten. 
all is the merchandise itself—in a wide variety of pat- 
terns—from heelless models to those with 14/8 heels; 


Most important of 


of all rubber, or with waterproofed percale 
uppers. ’ 


TRACTIVE signs help to move more 

bathing shoes. For instance, the word- 
ing for several display cards might be as fol- 
lows: “Swimming Not Only Reduces Weight, 
But Makes One More Graceful. For Enjoy- 
able Swims, Wear Bathing Shoes.” “Your 
Bathing Shoe Should Be as Smart as the 
Rest of Your Swimming Apparel.” “Protect 
Your Feet, and Match Your Beach Coat, or 
Suit, While Walking on the Beach, with a 
Pair of High-Style Bathing Shoes.” “Bath- 
ing Shoes for Every Member of the Family. 
They Match Caps and Suits, Perfectly—Please 
Come in and Inspect, Gratis, Our Large 
Variety of Styles.” “Wear Bathing Shoes 
When Returning from Your Swim. They 
Protect the Feet from Sand and Stone Bruises, 
and from Injury Caused by Contact with 
Infected Floors.” “To Get the Most Out of 
That Run or Walk Along the Beach, Protect 
Your Feet with Bathing Shoes. We Have 
Many New Styles at Popular Prices. An 
Inspection of Our Stock Does Not Obligate 
You to Buy.” 


HE entire months of July and August are 

particularly adapted to bathing shoe trims. 
They are suggestive of life in the open, of 
recreation, and health-giving possibilities. 
Windows featuring bathing shoes 
make a good tie-up, not only with 
the national advertising of the 
rubber shoe companies, but with 
that of the Jantzen Swimming 
Association of America, with head- 
quarters at Portland, Ore., the lat- 
ter described as “a non-profit or- 
ganization founded to develop 
swimming facilities and to increase 
interest in swimming.” 

Whenever there is an opportun- 
ity, therefore, during the two 
months just ahead, idealize rubber 
bathing shoes in special trims. 
There are about 1,300,000 win- 
dows in this country, each compet- 
ing with the other for the attention 
of the purchasing public. 
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ARCH-AID SHOES 


were developed and perfected as a result of 
a lengthy, particular and painstaking study 
of the requirements of the HUMAN FOOT 
as applied to HUMAN FOOTWEAR. 
Years of scientific research, coupled with 
more than a quarter of a century of practi- 
cal shoe construction knowledge and a care- 
ful understanding of style-demand, made 
possible the famous MENIHAN ARCH- 
AID SHOES. 
“ARCH-AID” is not merely a name—it is 
not merely a wonderfully corrective shoe— 
it is both, and more. 
“ARCH-AID,” to you as a shoe store pro- 
prietor or a departmental buyer, is a_path- 
way carefully paved with effective, efficient 
and practical merchandising aids—the sort 
of high test power that draws women into 
your store and puts profits into your cash 
register. 
If vitally interested in a Service and Profit 
proposition, investigate MENIHAN ARCH- 
AID today! 
“ARCH-AID” is IN STOCK at all times. 
“ARCH-AID” is right in step with Fashion 
always. 

it may start you on the 





road to wealth. 


BOSTON STYLE SHOW. WEEK: 
Copley Plaza Hotel 
Elliott La Montagne 


MANUFACTURE RS & DISTRIBUTORS New England Office: 
Draper Hotel 


Pittsburgh Office: . 
~ Northampton, Ma 
we BARNEY Roches Cer, NV Y ELLIOTT LA MONTAGNE 
SEND FOR CATALOG 
New York Office: 846 Marbridge Bidg. San Peaneiee Office: Plaza Hotel 
B. W. MOYLAN - KUSHINS 


° Los Angeles pT od 107 East Sth Street 
Cleveland Caiases P ng Trust Bldg Fs se Omer! DEGHIFT 


Detroit Office: Leland Hotel 
acess res: SATOH ae Cc. G. SELLERS 
MEN’S ARCH-AID SHOES MADE AND SOLD BY 


M. A. PACKARD CO. 
Brockton, Mass. 








Gently 
Supports 


Arch 
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Warm Weather Brings Out Good 
White Shoe Demand in St. Louis 


Patent Leather Still Sells 
Well, Prints Fall- 
ing Off 


St. Louis, Mo.—The briskness of the 
retail shoe business continues, with the 
volume holding well with a similar 
period a year ago. Warm weather has 
added zest to the sales and white shoes 
particularly have felt this bulge more 
than other types. 

Whites are reported in stores as the 
leading material and style at present 
and there is a satisfying grin on the 
faces of merchants who comment that 
no white shoes will be carried over this 
year. They were bought more sparsely 
and this good judgment will assist ma- 
terially in preventing losses and car- 
ried-over merchandise. White . crepe- 
sole sport oxfords have been reported 
this week as being active in popular 
priced footwear. 

In spite of hot weather, the strength 
of patents is remarkable. True, there 
has been some decrease in the demand, 
but this has not been of sufficient vol- 
ume to challenge the popularity of the 
shiny material. Particularly has it been 
good in sandals. 

Reptiles in better grade shoes con- 
tinued to be favored by the well dressed 
women. This indication is causing 
many merchants to forecast a heavy 
vogue for this material with the early 
fall selling. Indian prints, like the 
lowly Red Man, are becoming fewer 
and fewer, and P. M.’s have been put on 
them in some stores. This refers to the 
all-over effects. There is some slight 
demand for a combination shoe of red 
or blue kid vamp and print quarter. 
Straws have followed the path of 
prints. Merchants are at a loss to ex- 
plain the demise of straws. The gen- 
eral comment is that they died a-born- 
ing. Deauvilles are excellent and mer- 
chants that still have a stock are selling 
them in good quantities. 


New Baseball Mascot 


CoRAL GABLES, FLA. (UTPS)—The 
Miami Shoe Store baseball team has a 
hew mascot. It is “Curley” Rosenblum, 
son of Leo Rosenblum, owner of a 
chain of stores in the South, one of 
which is located in Miami. “Curley” is 
a student at the McCallie Military 
College at Chattanooga, Tenn., and is 
spending the summer with his parents 
at Miami Beach. 











Information Wanted 


“In the Summer of 1828 my 
grandfather started in the re- 
tail shoe business in Salem, 
N. J. Do you know of any other 
retail shoe business any older 
or any other shoe business that 
has been conducted for 100 
years by the same family using 
the same name?” 

So J. W. Smasley of Bridge- 
ton, N. J., writes. Please help 
in supplying the needed in- 
formation. 











New Richmond Store 


RICHMOND, VA. (UTPS)—Opening 
of a new store on Campbell Avenue, 
Roanoke, Va., has been announced by 
officials of the Bush-Flora Shoe Com- 
pany, Inc., who stated that the com- 
pany had leased property at 128 and 
after remodeling will occupy the prem- 
ises some time between Aug. 1 and 15. 

E. L. Bush, who has been with the 
company since it was established in 
1897 by A. L. Sibert as D. R. Beale & 
Co., is president and manager of the 
firm. 

In announcing the opening, Mr. Bush 
stated that Campbell Avenue had been 
decided upon after looking over the 
entire business district. 


Serve- Yourself Store 


MINNEAPOLIS, MINN. (UTPS)—A 
serve-yourself shoe store with every- 
thing displayed on open shelves, all 
new stock, is a new feature opened at 
213 Nicollet Avenue. Lepirds shoes are 
sold. The store is decorated outside in 
orange and black and is just two doors 
from the Home Trade, one of the stores 
with a large volume of moderate price 
trade. The new cafeteria store offers 
nothing priced at more than $3.49 and 
plenty of footwear for the entire fam- 
ily is quoted at $1.99 and $2.99. 


Shellhorn Quits 


Sacinaw, MicH. (UTPS)—L. Levin- 
sohn of Saginaw has purchased the 
shoe stock of Edwin Shellhorn of Lake 
Odessa and will conduct a closing-out 
sale on the premises. 





Sport Shoes Sell Well 
in Boston Shoe Shops 


Boston, Mass.—Retail shoe stores did 
a good business during the past week, 
despite the bad weather. Sport shoes, 
for men, women and children, were 
the biggest sellers. One men’s shoe de- 
partment increased its business $400 
during the past week over the corres- 
sponding period of 1927, by featuring 
sport shoes. In women’s sport lines 
sandal types, in the woven, as well as 
in the punched and appliqued vamps, 
were among the best sellers. White 
kid continues as a good seller; also 
woven straws, as well as gay prints. 

Style orthopedic, and full orthopedic, 
numbers are increasing in the demand. 
Windows feature merchandise attrac- 
tively, and retail store newspaper ads 
tell the story of the merchandise in an 
interesting manner. Children’s play 
sandals are selling well, in tan calf, or 
beige elk; children’s sport socks are 
active numbers. 

More women’s rubber bathing shoes, 
and fancy beach shes, with wooden 
soles and gay straps, are selling this 
season than for many past seasons. 
Retail shoe merchants ascribe this to 
the many attractive and new patterns 
which have been incorporated in these 
lines. Bags, to match shoes, in a wide 
variety of combinations, are good sell- 
ers in those stores which feature them, 


Fyfe’s Refurnish Dept. f. 


DETROIT, MicH. (UTPS)—R. H. 
Fyfe & Company, Detroit’s largest re- 
tail shoe merchants, have completed 
the redecoration and refurnishing of 
their third-floor women’s shoe depart- 
ment, which is managed by W. H. 
Adams. The floor has been decorated 
in various shades of green, with new 
chairs upholstered in a soft green to 
match the walls, which are outlined ir 
gold and hand-blocked borders in 
green, blue, apricot and _ vermilion. 
New linen drapes have been provided 
for the windows, and a five-foot-long 
modernistic opalescent glass chandelier, 
imported from England, gives a finish- 
ing touch to the decorative scheme, 


Caters to Nurses 


LOUISVILLE, Ky. (UTPS)—Harry G. 
Schutz, Walk-Over Shoe Store, 521 
South Fourth, extended an invitation 
to the Nurses of America, recently in 
session, to visit the store. James O. 
Macauley of the New York Walk-Over 
stores was at the Walk-Over booth at 
the Armory convention hall, ready to 
render any service that he could. Also 
Willard Horton, from the Walk-Over 
factories, was at the booth. The main- 
spring arch was demonstrated. 
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Style No. 415 


Full grain gun metal calf bal oxford; Paris 
last; 9 iron number 1 single oak sole; gray 
kid quarter lining; blue gray twill vamp 
lining; Armstrong box; spring step heel. 
In stock, B 7 to 11; C 6 to 11; D 5 to i1. 


LINES 





for 





Really Quick 
Profit 


During the Boston Style Show 
we will have a complete dis- 
play of our new Fall lines at 
the Boston office, 564 Atlantic 
Avenue. Here you will have 
a proper opportunity to lei- 
surely examine our shoes and 
if you desire check the samples 
and our case shoes. We gladly 
suggest this comparison be- 
cause we know that it will 
Style No. 19 show the fine style, reputable 
leathers and skilled workman- 
Genuine Munson last; built in leather arch ship that goes into every pair 
support; genuine oak full double sole; storm- of Herman shoes. And re- 


proof rubber welt; steel shank piece; spring 
step heel. In stock A 7 to 12, excluding member they are popular- 


size 11%; B 6 to 18, excluding size 11% ° 
and 12%; O, D, B and EE 5 to 13, exclud- priced values. 


ing 11% and 12%. 


| 
| 
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In attendance during the Bos- 
ton Style Show: 


rh ta 





Lafayette Gregory Levi Einstein 
Raymond O. Longmore M. R. Alden 











H. A. Carle 
C. A. Wilkinson 


JOSEPH M. HERMAN 


SHOE CO. 564 ATLANTIC AVE. BOSTON 
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Using Local Talent | 
in the Style Show 


Sas West NEWTON, 

= Pa—F. O. Strei- 

cher, proprietor of 

Streicher’s Shoe 

Store here, reports 

on a style show 

with a few new 

ideas hitched to it. 

First of all, he en- 

gaged the services 

of “Jack” Englert, 

a style show spe- 

cialist, and then 

went to it. Mr. 

Englert, learning 

that it was cus- 

tomary for the graduating class of the 

high school to take a trip to Washing- 

ton, immediately conceived the idea of 

selling the class on an easy way of 

making money to defray the expenses 
of the trip. 

He showed them that at least certain 
members of the class could be used as 
models and other members could make 
themselves useful selling tickets. It 
thus became a social function, and all 
the other stores fell in line, furnishing 
apparel and other accessories. 

Then Mr. Englert picked his models, 
trained them to model properly, coached 
them with some other entertainment 
features. Then the clothing, shoes, 
etc., were offered to the amateur troupe 
at a liberal discount. 

The attendance was excellent, and all 
the cooperating stores received some 
wonderful advertising in the newspa- 
pers and by word of mouth. 


Jack Englert 


Whites Sell Well 
In Cincinnati 


CINCINNATI, OHIO—White footwear 
has been moving fairly well since June 
1, and local shoe merchants, while not 
predicting an extremely white summer, 
are of the opinion that whites will be 
50 per cent stronger this season than 
last. Retailers report navy blue kid to 
be selling well, especially in the better 
grades. A blue that is so dark it looks 
black is being counted on for much fall 
business, and many buyers are placing 
orders for this to be delivered for early 
fall sales. 

W. E. Newbold, manager and buyer 
at the Smith-Kasson Co. knickerbocker 
department, reports black patents to be 
holding up well, despite the fact that 
navy blue kid is copping quite a few 
sales that rightfully belong to patent. 
Brown kid is a good mover and all 
types of sandals are being called for. 
In speaking of the trend for fall, Mr. 
Newbold stated that he expected suede 
to be more consistently in demand than 
ever before and dark blue kid to be 
very popular. 

Sandals are moving exceptionally 
well at Potter’s, according to Mr. 
Walker, manager of the basement de- 
partment. Colored kid is getting lots of 
play, with red and green very good. 
Lots of white kid is moving. Mr. Walker 
reported that black patent continues 
to sell well. A big percentage of sales 
are on shoes with 18/8 and 21/8 heels, 
although a great many calls come in for 





shoes with Cuban and military heels. 


A. Shoe-Club for Men 


Perhaps the headline is a bit mis- | 
leading but that’s all we can think of 
when we see the club-like appearance 
which has been imparted to this store 
of Booker and Peterman in San Fran- 


cisco. It is furnished as men like their 
rooms furnished, neither bare walls nor 
walls overloaded with pictures. The 
furniture is comfortable; the walls are 
restful and a man may relax. 








Two New Schiff Stores 


COLUMBUS, OHIO, June 23 (UTPS)— 
The Schiff Co., 32 West Chestnut St., 
Columbus, operating a large chain of 
shoe stores throughout the Middle 
West, East and South, has opened two 
additional stores recently, making the 
total retail chain 80. The company op- 
erated a store in West Allis, near Mil- 
waukee, which is under the charge of 
Morris Schiff, the district manager for 
that section. He will name a resident 
manager later. 

The company has also taken over the 
shoe department in the Interstate De- 
partment Stores, which, in turn, pur- 
chased recently the department store 
of the McQueen Co., in York, Pa. This 
department will be managed by Ed- 
ward Pate, formerly manager of the 
shoe department in the Fair, Cincin- 
nati. 


Offer Free Parking 


MINNEAPOLIS, MINN. (UTPS)— 
Stanleys, Inc., 233 East Hennepin Ave- 
nue, is offering free parking space 
across the street as a lure for patron- 
age at a 66c. sale, which includes an 
offering at reduced prices of “$6,000 
worth of new shoes.” Three hundred 
pairs of women’s straps and pumps are 
going at 66c., as well as barefoot san- 
dals and boys’ tennis shoes. In the 
higher price line men’s oxfords are 
priced at $3.66 and women’s patent 
pumps, spike or cuban heel, at $2.66. 


New Saginaw Store 


SAGINAW, MicH. (UTPS) — The 
Melze, Alderton Shoe Co. has opened a 
retail shoe store in Lowell, placing Dal- 
las Adams of Saginaw in charge as 





manager. 


| Mammoth Shoes on Show 


Draw Immense Crowds 


Detroit, Mich. (UTPS)—A window 
display of footwear that nearly tied up 
pedestrian traffic on Woodward Avenue 
near one of the city’s busiest corners in 
the downtown section was the achieve- 
ment of S. L. Bird & Sons, large cloth- 
iers and shoe retailers. During the 
week beginning June 18, the display, 
which featured the Field & Flint Com- 
pany’s Foot Joy shoes, drew much at- 
tention from the passersby. 

The piece-de-resistance of the show- 
ing was six mammoth men’s exfords, 
fully eighteen inches long. Around 
each of the large replicas was grouped 
normal sized footwear of _ identical 
shade, design and leather. Three of 
the big fellows were in various shades 
and styles of tan leather, two were in 
black and one was a two-tone tan-and- 
beige combination for sports wear. The 
background was made striking by the 
draping of full tanned and dyed hides 
about the window. 

S. L. Bird & Sons have been Detroit 
distributors for Foot Joy shoes for 
men for three years, and handle the 
line in the main store at 1219 Wood- 
ward Avenue and also in the branches 
at 6565 Woodward Avenue, 9221 Grand 
River Avenue, 13933 Jefferson Avenue 
East and in Pontiac. 


Franklin with Denton 


CINCINNATI, O.—John Franklin was 
recently appointed manager of the 
shoe department at The Denton-Jonap 
Company, succeeding J. T. Fee, who 
resigned to form a connection with The 
Smith-Kasson Company. Mr. Frank- 
lin comes from Portsmouth, where he 
managed the Sachs Shoe Store. 
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foot PP 
For Men 
$10% 











The 
NEW FEATURE SHOE 
WITHOUT AN EQUAL 
GET 
THE AGENCY NOW 
AND MAKE A PROFIT 


CARRIED IN STOCK 


301 Black Calf Lace Ox. Mohawk, $5.50, AA to D, 5 to 12 
501 Brown Calf Lace Ox. Mohawk, $5.50, AA to D, 5 to 12 
303 Black Kid Blucher Ox. Berkshire, $5.50, AA to E, 5 to 12 
503 Brown Kid Blucher Ox. Berkshire, $5.75, AA to E, 5 to 12 


ON DISPLAY — HOTEL STATLER, ROOMS 565-567 — DURING SHOW 
SPACE 94 


WALLSTREETER SHOE CO. 


MANUFACTURERS 
NORTH ADAMS, MASS. 
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L. J. Noah Joins Gimbel 
Philadelphia Store 


New York, N. Y.—Gimbel Brothers, 
Inc., through Bernard F. Gimbel, pres- 
ident, announced last week the com- 
pletion of its organization plan for cen- 
tralized management, with the appoint- 
meat of Lionel J. Noah as general mer- 
chandise manager of the Gimbel Phila- 
delphia store. 

At a meeting of the board of direc- 
tors held at the offices of the company, 
Stanley Roth, recently appointed gen- 
ers! manager of the Gimbel Milwaukee 
store, was elected executive vice-presi- 
dent of the company. It was also an- 
nounced that Mr. Noah would fill the 
office of executive vice-president upon 
assumption of duties at the Philadel- 
phia store. 

The position to be filled by Mr. Noah 
is a newly created one and is in line 
with the creation of similar functions 
in the other Gimbel stores. The general 
merchandise manager is responsible for 
merchandising and sales. Mr. Noah 
since 1919 has been with the J. L. Hud- 
son Co. of Detroit as merchandise man- 
ager of the home furnishings. group. 
Prior to that Mr. Noah had organized 
the Associated Merchandising Corpora- 
tion, the buying division of the Retail 
Research Association of which J. L. 
Hudson are members. Mr. Noah’s res- 
ignation has been announced. He is 
expected to join Gimbel Brothers the 
latter part of July. 





Bunn Store Opened 


SaLEM, O. (UTPS)—The formal 
opening of The Bunn Shoe Store, lo- 
cated at 82 Main Street, Salem, oc- 
curred recently, when the public was 
invited to inspect the new store and its 
modern fixtures. George J. Bunn, a 
vice-president of the Ohio Valley Retail 
Shoe Dealers’ Association, is owner of 
the store. Mr. Bunn opened a store at 
60 Main Street in 1916, and rapidly se- 
cured the good will of the community. 
Recently it was seen that the store was 
too crowded and a new location was 
secured. The show windows are extra 
large and attractively arranged. The 
inner fixtures are of solid walnut. 

The men’s and women’s departments 
are in the front of the store, while the 
children’s department, which has been 
greatly enlarged, occupies a corner in 
the rear. The company is the exclusive 
agent for the Arch Preserver, the For- 
sheim and the Bostonian line of shoes. 


To Close Out 


KaLAMAzoo, MicH. (UTPS)—The 
lease of the MacDonald-Gensel Co., 140- 
142 East Main Street, Kalamazoo, hav- 
ing expired, the company plans to close 
out its entire stock of men’s, women’s 
and children’s shoes and clothing at a 
special sale and will retire from busi- 
ness. 








New Detroit Shop 


Detroit, MicH. (UTPS)—The Pro- 
fessional Shoe Shop has opened for 
usiness at 7722 Grand River Avenue 
under the proprietorship of James 
Jalaty, 1118 Webb Avenue. 








A Happy Solution of the Narrow Front 





Many stores with narrow fronts 
contrive to have a tunnel-like entrance, 
dark and almost forbidding. R. C. 
Keller, formerly of Dinuba, Cal., and 
now proprietor of this new Fashion 
Boot Shoppe in Ventura, Cal., has done 


an excellent job. The window back 
walls are light in color and of a finish 
which does not reflect light. This per- 
mits all the artificial light to be con- 
centrated on the merchandise and does 
away with any tendency to blind spots. 








New Chain Organized 


BrRocKTON, Mass.—The Dapper Dan 
Shoe Stores, Inc., is a local organiza- 
tion which has been formed with 
Walter P. Field, of the Field Bros. 
Shoe Co., East Bridgewater, as presi- 
dent, and which will open fifteen retail 
shoe stores in leading New England 
cities. One store already has been 
opened in Cambridge, and within the 
next few weeks stores will be started 
in Hartford, Worcester, Springfield 
and Providence. The stores will handle 
both the $4 and $5 Field Bros.’ shoes. 
The executive offices of the new com- 
pany will be located in this city. 





Wyman Has Second Shop 


CLEVELAND, O. (UTPS)—Charles H. 
Wyman opened his second neighbor- 
hood shoe store at 884 East 152nd 
St. on Saturday, June 9, 1928. Mr. 
Wyman also maintains a store at 686 
East 185th St. and features a popular 
priced line of men’s, women’s, and 
children’s shoes. Herman Lipkowitz 
has been chosen manager of the new 
store. Mr. Lipkowitz formerly oper- 
ated two shoe stores at Youngstown 
and Campbell, O., under style of Her- 
man’s stores. 





New Toledo Company 


ToLEeDo, On1I0 (UTPS)—Papers have 
been filed with the Secretary of State 
at Columbus chartering the R. H. 
Lane & Co., Inc., with a capital of 1000 
shares of no par stock, to deal in shoes, 
boots, hosiery and accessories. Incor- 
porators are R. H. Lane, R. M. Lane 
and J. C. Lane. 





Detroit Police Catch 
Shoe Store Bandits 


Detroit, Mico. (UTPS)—The De- 
troit Police Department has at last 
succeeded in laying hands on the band- 
its who have been terrorizing Detroit 
retail shoe dealers for the past several 
months. James Lewis and Alfred R. 
Wrinkler are the men, according to the 
police, who have specialized in robbing 
shoe stores, always operating on Mon- 
day mornings and invariably binding 
the managers of the stores with tape 
or rope after the robbery. The last 
attack laid to the door of these alleged 
bandits is the robbery of the Newark 
Shoe Company’s store at 1404 Gratiot 
Avenue on a Monday a few weeks ago, 
during which the manager, Sigmund 
Nagiesewski, was murdered brutally 
and his body bound with tape and left 
in the rear of the store, 

Lewis, the first of the pair to be 
placed on trial, was convicted of mur- 
der and was sentenced to life imprison- 
ment. Wrinkler is held under a $600,- 
000 bond and has been arraigned under 
three charges of robbery, armed. Al- 
though he is said to have been impli- 
cated with Lewis in the Newark mur- 
der, there is no evidence against him 
except the word of Lewis, which might 
be changed on the stand, and conviction 
on the robbery, armed, charges would 
make a life sentence mandatory. 


Open Third Store 


Detroit, Mico. (UTPS) St. Joseph 
and Abraham Leach, proprietors of 
Leach’s Boot Shops at 5840 Fort Street 
West and 5407 Michigan Avenue, have 
opened a third store at 1830 Concord 
Avenue. 








no soft jobs 


but we do have a real opening for a man who knows 
retailing and tackles his work every morning as eagerly 
as he tackles his eggs and bacon. 

Perhaps you are doing well in a salaried position, but 
not as well as you might be because circumstances be- 
yond your control are holding you back. 


In the J. C. Penney Company you will have no such 
handicap. Here, to an unusual degree, you control the 
circumstances, you determine the speed and limits of 
your own advancement. 


We engage only men who in our opinion will do so 
well here that they can be admitted to co-partnership. 
On this basis, naturally, we give our men every chance 
to push ahead to prosperity and independence. 


We start you as a retail salesman at a good salary in 
one of our 954 department stores. Your manager has 
the responsibility of developing every ounce of your abil- 
ity—in order that you may go out to manage a store. 


Through our business training course you learn the 
principles and methods which we have spent twenty-six 
years in learning. There is also a course in the = 
tion of advertising. We help you in every possible way. 


When you are ready, your opportunity is ready —step 
up and take it. As a manager you will have not one 
but three incomes: (1) a good salary; (2) a substantial 
share in the profits of your store; (3) an opportunity to 
share in the profits of a/ our stores. 


We are exacting, but do not ask the impossible. 
We seek no finished products and play no favorites. 
Your record has to be good before we can employ you 
—but once you join us you have a clear road. Already 
the largest chain of department stores, with cash sales 
last year of $151,954,620, we are expanding at the rate 
of more than 100 new stores every year. This is why 
we need new managers coming up all the time. 


Character, industry, a real interest in your own future 
—you must have these. Also retail selling experience in 
men’s wear, drygoods or shoes; age 25 to 35; a good gen- 
eral education. Confidential correspondence is invited. 
In your first letter give your age and experience and ask 
for our booklet, ““Your Next Ten Years.” Address our 
nearest office. 


The J. C. PENNEY Co. 





330 West 34th St. Russ Bldg. 1010 Pine St. 
New York City San Francisco, Calif. St. Louis, Mo. 
Room 1502-L Room 1323 Room 1049-L 
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The MOHAWK 


How Many 
of the Thousands 
of Wearers Bought 
from You? 


Already an army of clerks, filling sta- 
tion employees, truck drivers, warehouse 
men and garage mechanics are wearing 
the Mohawk. There are plenty of other 
prospects in your town. Put a pair in 
your window and watch the results. A 
real seller for July and August, as well 
as the year around. 





Number 404 is called the Mohawk be- 
cause of its soft, flexible Indian Moc- 
casin Toe and noiseless, spring-like 
tread. Combined with this last word in 
foot comfort, are the rugged, long- 
wearing qualities found in all Red Wing 
shoes. Furthermore, this genuine welt 
looks good ... has that sturdy sim- 
plicity that men constantly favor... 
plus a price appeal. Famous, long wear- 
ing Gro Cord soles and heels on every 
pair. 


Red Wing Shoe Company 


Manufacturers 


Red Wing, Minnesota Dallas, Texas 
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J. Dudley Smith, at Manufacturers 
Headquarters, Serves Entire Trade 


Mr. Smith in his private office 


EDICATED to the service of the 
D entire shoe trade, the newly 
opened quarters of the National 
Boot and Shoe Manufacturers’ Associa- 
tion may be likened to the heart of the 
industry, for it is from here that blood 
of the industry, in the form of cooper- 
ative action, is sent through the arter- 
ies into the various individual members 
of the trade. 

In conjunction with the recently in- 
augurated plan of extended activities, 
the association found its former quar- 
ters too small for the vast undertaking 
now under way, and accordingly much 
larger and more convenient quarters 
have been obtained at 342 Madison Ave- 
nue, New York. The quarters comprise 
a large main office for the use of the 
association’s staff, a large conference 
room where directors’ meetings and 
conferences of various sorts will be 
held, and the private office 
of J. Dudley Smith, secretary 
of the organization. The of- 
fices are tastefully and com- 
fortably furnished and form 
an ideal headquarters for 
the industry. 

The office is located in the 
center of the hotel district. 

It is opposite the Biltmore 
Hotel; on the north side, one 
block away, is the Roosevelt 
Hotel, and two blocks north 
is the Ritz-Carlton. Two 
blocks to the southeast is the 
Belmont, and three blocks 
away the Commodore. The 
office is within ten minutes 
walk of the Waldorf, McAl- 
pin, Astor, Plaza and numer- 
ous other first-class hotels. 
It is one block from the 
Grand Central Station and 
fifteen minutes from the 
Pennsylvania Railroad Sta- 
tion. It is in the center of 
the uptown business district 


. 


and conveniently situated to all of the 
subways, making transportation easily 
accessible to all points of the city. 

The National Boot and Shoe Manu- 
facturers’ Association was organized in 
1905 and is now conspicuous as an or- 
ganization of the most representative 
and successful manufacturers of foot- 
wear. It is the only national associa- 
tion of manufacturers of boots and 
shoes. By its membership it represents 
over 90 per cent of the total produc- 
tion of footwear. 

It invites every member to make the 
Association office his headquarters 
when in the city. Every facility will be 
provided to help make his visit pleas- 
ant and profitable. There are accommo- 
dations for committee meetings, special 
conferences, business appointments and 
private correspondence. 

Among the activities of the Asso- 


Main office and office staff 


ciation are the semi-annual style meet- 
ings, consisting of manufacturers, re- 
tailers, wholesalers and tanners, and 
representatives from the allied wearing 
apparel industries. As a result of these 
meetings a printed program of mer- 
chandising is issued and sent to the 
members, giving the style trend for the 
approaching seasons. These meetings 
have grown within the past five or six 
years from a handful of about twenty 
to several hundred, representing the 
leading style creators of the country in 
footwear. 

Another important activity of the 
Association is the semi-annual meet- 
ings of the color committees of the dif- 
ferent branches of the industry, to con- 
sider and select leather and fabric col- 
ors for shoes for the approaching sea- 
sons, which information is furnished to 
the members. The selection of these 

colors is made after the most 
careful study of the indicated 
trend in the wearing apparel 
trades for the seasons ahead. 

The following are some of 
the other services offered by 
the Association: 

Interchanges ledger credit 
information with its mem- 
bers, selling to both retail 
and wholesale trades. 

Assists its members in tax, 
accounting and _ transporta- 
tion problems. 

Corrects trade abuses. 

Serves as mediator between 
buyer and seller in adjusting 
disputes that cannot be mutu- 
ally settled by the contending 
parties. 

Aids in preventing laws 
and regulations that would 
be harmful and unjust to the 
industry and to the public at 
large. 

Protects its members from 
unjust discrimination. 


[CONTINUED ON NEXT PAGE] 
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Secures import and rt 
statistics and other statisti- 
cal information and dissemi- 
nates same to its members. 

Publishes periodical bulle- 
tins which keep the members 
informed on matters of in- 
terest to the industry. 

Provides free service cor- 
responding with a bureau of 
information, the use of which 
is available to all its mem- 
bers. 

Offers its services in secur- 
ing executives to fill vacan- 
cies. 

Arranges an exchange or 
sale of members’ surplus ma- 
chinery and other equipment. 

Secures an exchange of 
information from interested 
members concerning their ex- 
periences in different manu- 
facturing operations for the 
mutual advantage of other 
members. 

Secures passenger accommodations 
on ocean steamers. 

Provides letters of introduction for 
members going abroad. 
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Conference and directors’ room 


Secures interpreters for all lan- 


guages. 
Facilities for coding and decoding of 
cable messages. 
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Offers its services in pro- 
tecting trademarks in for- 
“-_ countries. 
he Association is a mem- 
ber of the United States 
Chamber of Commerce, the 
International Chamber of 
Commerce and the Nationa! 
Industrial Conference Board, 
the Council of Arbitration, 
and cooperates with all the 
shoe and leather allied trade 
associations, including the 
Textile Color Card Associa- 
tion of the United States. 
At its annual meeting 
earlier this year, the asso- 
ciation pproved a plan of 
expansion of activities, par- 
ticularly along the line of re- 
search work designed to im- 
prove the manufacture of 
shoes. This plan, it is hope, 
soon will be put into o)- 
eration. The organization's 
schedule of dues has becn 
revised, giving the association the nec- 
essary funds with which to underta‘e 
new activities that will keep the shoe 
industry abreast of the times. 











Protective Tariff Will 
Be Needed, Says Bradley 


HAVERHILL, Mass.—Everett Bradley 
of the Bradley-Goodrich Co. recently 
returned from a trip abroad with some 
very definite ideas as to the relation- 
ship which should exist in the future 
between the shoe trades of this and 
foreign countries. 

“During my ie said Mr. Bradley, 
“which included England, France, Ital 
and Switzerland, I found that wit 
comparatively few execeptions shoes 
made abroad cannot compete with those 
made in America insofar as style and 
appearance are concerned. I am refer- 
ring now to women’s shoes, of course, 
and the exceptions are in those coun- 
tries making the braided sandal and 
beaded vamp types with which we are 
all familiar. This weaving is done by 
hand and the labor cost is so low in 
Europe, compared with the labor cost 
in this country, that this type of shoe 
at least can undersell, in the American 
market, any similar shoe made in this 
country. 

“T have decided, however, despite the 
fact that the importation of these shoes 
is not now in great volume, compared 
with the total production figures of 
the United States, that some form of 
tariff protection will be necessary soon. 
In the first place, we must consider that 
every pair of these European shoes 
which comes into the country takes the 
lace of one pair of American shoes. 
n the second place, we must look for- 
ward to the time when European man- 
ufacturers, either by getting skilled 
American stylists into their organiza- 
tions, or as the result of coaching re- 
ceived at the hands of American buy- 
ers, reach the point where their pat- 
terns and lasts are readily acceptable to 
the American public. en that time 
comes, and with the advantage of low 
cost labor on their side, European shoes 
may easily menace the industry here. 

“We do not want to have such com- 
petition in the volume grades retailing 
up to $12 or $13.” 
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Tanner Visits Rochester 


RocHESTER, N. Y.—Archie Kaplan of 
the Colonial Tanning Co., Boston, with 
tanneries at Salem and Woburn, Mass., 
and japanneries at Waltham and Wo- 
burn, Mass., spent the week of June 18 
in this territory visiting the trade with 
the company’s agent, William J. Kime. 


May Establish Trade 
School in Brockton 


BROCKTON, Mass.—Concerned over 
the difficulty of the youth of Brockton 
to get established in industry after 
leaving school, LeBaron Atherton, 
prominent local furniture chain store 
merchant and a member of the school 
board, has submitted a recommendation 
to the board that serious consideration 
be given to the proposition of the estab- 
lishment of a trade or vocational trade 
school in the city. 

For some years there has been occa- 
sional discussion for the establishment 
of such a school, the claim being ad- 
vanced that young men and women 
unable to get further education, are 
denied training in a trade which would 
allow them to earn a livelihood once 
they are forced to have employment. 
It is the contention, too, that Brock- 
ton’s high reputation of skilled shoe 
workers. The school board has accepted 
the recommendation and the vocational 
guidance committee will study the mat- 
ter further after urging that estimates 
of the cost of such a project be ob- 
tained. 

So busy with orders for immediate 
delivery, the Regal Shoe Co. has added 
to its force, and the plant is working on 
full time. Officials announce that indi- 
cations are for a busy summer season. 
The usual midsummer vacation, which 
has been the rule at the plant for years, 
will be omitted this year because of the 
amount of work on hand, and the fac- 
tory will be closed on July 4 only, in- 
stead of the entire week, the help has 
been notified. 

















Tanners Plan Another 
Exhibit in October 


NEw YorK, N. Y.—A meeting of the 
committee on arrangements handling 
the leather displays of the Tanners’ 
Council was held in New York on June 
20. All members of the committee 
were present. 

A tentative date, during the week of 
October 22, was set for the display of 
leathers for the spring season of 1/29. 
This date is subject to change, as the 
date for the joint styles committee 
meeting of Shoe Manufacturers, Re- 
tailers and Tanners has not been fin- 
ally settled. 

All of the twenty-seven exhibitors at 
the last leather display have signitied 
their intention of participating in the 
next exhibit. In addition, a number of 
other members of the Tanners’ Council 
will also participate. The committee 
has set July 15 as the date for closing 
of entries. 

Another meeting of the committee 
will be held in Boston on July 9, at the 
time of the New England Shoe and 
Leather Fair. The committee on ar- 
rangements is made up of the follow- 
ing: J. J. Lyons, Surpass Leather Co., 
chairman; E. B. Earhart, Robert H. 
Foerderer, Inc.; J. W. Griess, Griess- 
Pfleger Tanning Co.; R. J. Mellin, A. 
C. Lawrence Leather Co.; F. X. Whol- 
ley, Keystone Leather Co. 





New Plant for Lynn 


LYNN, Mass.—The plant vacate: by 
Watson Shoes, Inc., which recently oc- 
cupied the Upham Bros. factory in 
Stoughton, is to be taken over »y 4 


corporation in which a New York ar, 
so far unidentified, will put $2:,000 
and Lynn workmen, mostly ‘hose 
formerly employed at the Watson fac- 

cern 


tory who did not go with the co 
to Stoughton, will put $20,000 

The plant is to be run on the co- 
tive plan. 


lore. 
era- 
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See these beautiful 
colors on display at 
83 South St. 


Sahara Tangier 
Normandy Riviera 
Woodland Robin 


Brown Hood 
Phantom Zanzibar 


These beautiful colors are also obtainable in 
the popular Eric Grain (Hand Boarded). 


Also makers of the newest in Reptilian Grains, 
now so much in demand. 














Tt 
; * CJ 
Visiting Shoemen should a 


see our display at our Bos- 
ton Show Rooms at 83 
South Street, and inspect 
the new line of Fall Colors 
and Finishes—all typically 
up to the Carl E. Schmidt 
Standard for Quality and 
Beauty. 


(“arl C Sch midt\ CX 


DETROIT 


Tanners ef the Sehmidt Calf Leatherr 


eet 


Grand Prize 
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Do 
Your Windows 
Say 
COME IN 


Shoes—sleek and smooth, 
shining with the natural 
glow of fine leathers. 


Patterns — beautifully bal- 

anced, appealing to the 

youthful spirit of American 
len. 


Such are Wright Shoes— 
they say— 
— COME IN — 


Lasts, — that neither bind 
tender feet, nor bag and 
wrinkle—that slip on easily 
during the Saturday rush. 


Leathers,—that wear and 
wear. 

In short,—shoes that say, 
—COME IN AGAIN — 


To Retail at 
$8.50 and up 


At the Statler 
Rooms 438-440. 


WRIGHT 


June 30, 1928 
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Customer 


will be delighted with 
the custom styling of 
our 54 in stock num- 
bers. 





OMG PHA SE GY EE a 


| 
| 


ton In stock in Calf, 
Kid, and Kangaroo. 


= 

E 

; And when you turn the 
$ shoe over and show 
‘ him the $5,000,000 
] Arch Preserver Shoe 
i trademark*—he knows 
4 that means supreme 
eC foot comfort. 

2 F <a ser sty a ag Se *For five years a million 
: : £37 SSS SANS 3 ie, ig Fe. ne er ea a year has been in- 
“4 Bo ae ee te ead vested in advertising 
a hs this trademark. 

. 

f 

¢ 

4 

; 

2 
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ROCKLANOD, MASS. 
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“Proof of the 
Puddin’”’ 


from a Pennsylvania merchant: 





“Just received your June 
service and beg to say that 
these are the prettiest cards 
I ever saw. I am well 
pleased with the service and 
the way the cards are made 
up and have had a lot of 
people comment on _ the 
pretty window displays. 
There is only one secret, 
the cards.” 








WINDOW 
MESSAGE 


to ten feet away; 


Tear off and Mail This Coupon 


BOOT & SHOE RECORDER 
189 W. Madison St., Chicago 


Please send the RECORDER SHOW CARD “Sell- 
ing Messages" Service for one year, consisting of 
eight new cards each month, and four polychrome 
art easels with the first month's service, beginning 
with cards for July, for which we will pay $48.00, 
payable $4.00 per month. 


$45.60 per year if paid in advance 


We prefer the (silver) (gold) easels. 


We sell men’s, women's, children’s shoes and 
hosiery. 

(Cross out lines not carried.) 
We want the following initials on easels: 


(Not more than two; if hyphenated, 
so indicate.) 


(June 30 issue) 





Colorful—Smart—Effective 


RECORDER Window Cards help you to pull in customers 
thereby helping you sell more shoes 


RECORDER CARDS are of a different design and color each month; 
—they are more adaptable to the average shoe merchant’s needs; 
—they are just the right size to attract attention and are easily read six 


—they do not hide the shoes, neither too tall nor wide; 
—price tickets each month harmonize in color with the cards. 


This Is What You Receive 


E looked a long time before we selected the beautiful 
polychrome two-toned easels which are a part of this 
service. These bases neatly present the cards at proper 


reading angle. 
Eight cards per month. Shape, design and color different each 
month, similar to those reproduced above. 


One hundred price tickets to harmonize with the cards each 
Four (4) Art Easel Bases with store initial, sent with first 
month’s shipment of cards. 

SINGLE CARDS 75c 
of any text selected from monthly $ OO 

2 Men's 3 Women's ° 

1 Style 1. Hosiery ——______ 

1 Quality 1 Children’s 
Orders accepted only from towns in Per 

Month 
go. 
Printed 2-color Price Tickets:—12 each of 6 prices, 75 cents. 

gap For men’s exclusive shops, special assortment of cards is offered 


month. 

service, which includes: 

which our monthly service does not 

189 W. MADISON STREET CHICAGO, ILLINOIS 
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(A Grade Construction) 
Patent—Spike & Cub. 


AA- 

Black Satin—Spike only 
AA-C 
$4.25 

(Shoes below without 

ornaments) 

Patent—Spike & Cub. 
AA-C 

Black Satin—Spike only 
AA-C 


$4.00 
Silver Kid—Spike only 
AA-C 


$5.00 


Jeanne—(B Grade) 
Patent—Spike & Cub. A-O 
Light Parchment—Sp. & 

Cub. A-C 


$3.60 


Regina 
(A Grade Construction) 
Patent—17/8 Spike—AA-C 
$4.00 


Regina (B Grade) 
Patent—Spike & Cub. A-C 
Black — only 


Kaffor Kid—Spike only 
A-C 
$3.60 


57 Lincoln St. 


We always keep open 
house for our friends— 
and especially will this 
be so during “Show 
Week.’’—The usual cor- 


dial welcome awaits you. 


And you who don't 
know us _ personally, 
come in, and get ac- 
quainted—I'm sure it 
will be to our mutual 
advantage. 

Cordially yours, 


Geo. M. Rosen, 
Gen'l Mgr. 





Mary Ann 
Patent—Spike & Cub. 
AA-C 
Black Satin—Spike & Cub. 
AA-O 


$4.00 


Betty 
Patent—Spike & Cub. A-C 
Black Satin—Spike & Cub. 

A-C 


(no cutout) 
$3.50 


Boston, Mass. 
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Number 206—The LaSalle Number 502—The Briton 
Imported Black Scotch Grain Lace Oxford. 


Black Imported Calf Lace Oxford. Single Sole. 
Rubber Heel. Extra Heavy Sole. Wheeled Leather Heel. 
Sizes and Widths: Sizes and Widths: 
AA, 7 to 12 C, 5 to 12 AA, 7 to 11 B, 6 to 11 
A, 7 to 12 D, 5 to 12 A, 7 tol C, 5 to 11 
B, 6 to 12 E, 5 to 11 D, 5 to 11 
Number 106 Number 501 
Same as above in Tan Russia Calf. Same as above in Infported Tan Scotch Grain. 


_ attractive Fall styles shown above 

are two of the many that will be shown 
in our complete line of Fall and Winter 
styles that will be on display at the Hotel 
Statler, Room 434, during the Boston Style 
Show, July 9th, 10th and 11th. 


We are carrying in stock for the conven-_ 
ience of the retailers excellent selling num- 


bers that will also be on display at this time. 


We cordially invite you to visit and we will 
welcome the opportunity of going ‘through 


our complete line. 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN'S FINE SHOES 


‘SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 
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by SEAMED 


Featherweight 
Rubber Surface 


Fashioned by shoe makers 
Raynshus are snug and 
form fitting. 





Fabric lined to prevent soil- 
ing delicate hosiery. 


THEY FIT! 


Catalogue on request 


CAMBRIDGE RUBBER CO., CAMBRIDGE, MASS. 


BOSTON NEW YORK CHICAGO 
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WHERE TO BUY 
Men’s Shoes 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 





Every Wednesday and Friday 











Tus 





CS 


ror MEN 
(P) a crscioce- uae 
BROCKTON 





NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


N. ¥., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 























EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


unc u 


ASSURED 
KUMFORT-ARCH SHOE 


MADE EXCLUSIVELY BY THE 
EMERSON SHOE MFG 
ROCKLAND, MASS. 


ca 














Shoe Market News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


SATURDAY, JUNE 30, 1928 


EVERY WEEK 








Haverhill Trade 
Shows Active 
Improvement 


Heavy Orders for Immediate 
Business Are Reported 


HAVERHILL, Mass.—A marked im- 
provement in business in the local in- 
dustry is noted this week. Cutting 
operations have been resumed in the 
majority of the McKay establishments, 
with the wholesale and chain store 
plants showing the greatest volume of 
production. The business is for imme- 
diate delivery for the most part, very 
little future business being acknowl- 
edged. Road men, however, report con- 
ditions more encouraging in the big city 
markets, and local shoe men are hope- 
ful of normal conditions being restored 
following the Fourth. 

The activity in the pattern shops and 
the vigor with which designers and 
stylists are applying themselves to their 
work on the new season’s samples is 
indicative of the confidence placed in 
an early revival of business. Sample 
makers are now getting out many new 
shoes, distinctive in design and inter- 
preting the fall style trend. Straps in 
various widths are coming in for fall 
and winter. Oxfords, which annually 
hold conspicuous place through the 
early fall, are also features, the new 
types carrying more adornment than 
usual by use of cutouts, slashes and 
inlay on vamps and quarters. Gores, 
pumps and some Colonials make up the 
new lines. 

Suede will be very popular in the new 
fall shoes. Both brown and black suede, 
kid, calf and patent are being cut. Pat- 
ent is in its accustomed prominence, 
but is not being cut at present to the 
extent to which it will reach later in 
the season. Art velvets are showing 
rather well, and satin is coming in. 
Reptile trims continue popular. Heels 
show a tendency to the higher types. 


A Tariff Committee 


LYNN, Mass.—A committee of Lynn 
shoe manufacturers, appointed to work 
for a protective tariff on footwear, is 
made up of W. B. Burdett of the Bur- 
dett Shoe Co., M. P. Clough, of Merrill, 
Porter & Co., M. F. Costigan of the 
Bender Shoe Co., P. J. Harney of Har- 
ney Shoes, Inc., and Henry Weiss of 
the Fair Sex Shoe Co. 

This committee will follow up the 
program which was outlined when 
manufacturers of Lynn and representa- 
tives of the Brooklyn trade met re- 
cently in Lynn for a joint discussion 
of the imports of shoes and the need 
of a tariff to protect the shoe industry. 











Boston Factories 
Speeding Production 


Boston, Mass.—Factories are speed- 
ing up production on-new numbers for 
fall and immediate buying. A large 
delegation of buyers is expected in this 
market during the first two or three 
weeks in July. Bookings of sample 
rooms at the Statler, the headquarters 
of the Boston Shoe and Leather Fir, 
July 9-11, and at other hotels, are 
heavier than usual. 

Among the types of merchandise in 
the making, and practically ready for 
display, are sports’ styles for men in 
an unusually colorful array, especially 
as to rubber soles. In women’s lines, 
a goodly proportion of browns in kid 
and suede are noted; also reptiles with 
gypsy seam vamps in ties and straps, 
Patent leather shows up prominently, 
with some black velvets, and printed 
velvets. Leathers are shown in an in- 
teresting array. Among the two new 
prints added to one line is “carmel” 
lizard in a shade to blend with the 
deeper colors*of brown kid and suede 
calf; there is also a two-tone print, re- 
sembling a trout skin, in colors of 
beige and brown. Suedes continue in 
demand by makers of not only high, 
but cheap, shoes; black calf sales are 
on the increase. Side leathers, in both 
black and colors, are moving faster 
than for the past several weeks. Brown 
kid is reported to be making decided 
gains as to the quantity sold, and black 
kid is growing stronger in the demand. 
Patent leather is receiving more inter- 
est from prospective purchasers, and it 
is predicted that patent leather wil! be 
one of the most popular leathers for 
fall cutting by shoe manufacturers, 
either as a one-tone upper, or as an 
upper which is combined with another 
leather. 

Many shoe manufacturers are wait- 
ing to “listen in” to what the big buy- 
ers of stores the country over will have 
to say shoe-wise during their Boston 
Shoe and Leather Fair conferences as 
to leathers and other materials, and 
patterns, as well. The market on fine 
cut soles has been a little more active 
during the past week, and it is stated 
that more buying on cut soles will take 
place as soon as shoe manufacturers 
need them. 


Cutler Shoe Co. Sold 


St. Paut, MINN. (UTPS)—Wiliam 
O’Donnell, president of the O’Donnell 
Shoe Co., and Charles Patterson, treas- 
urer, have bought the A. A. Cutter Shoe 
Co. of Eau Claire, Wis., a company 
which has been operating 50 years. and 
more. The two men will conduc: the 
business jointly, but not as part of the 
O’Donnell Shoe Co. The Cutier ame 
will be continued and productior will 
be increased. 
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A New Sins 


LYNN, Mass.—Burdett Shoe Co. has 
started to produce a new line of misses’ 
shoes, in sizes 8% to 11 and 11% to 2. 
This is in addition to its well-known 
line of shoes for growing girls. 

The new shoes are made over Ameri- 
can lasts, modeled to fit the feet of 
American misses, and present a type 
of tootwear quite new and interesting 
in the misses’ trade. They have made 
a very favorable impression, and a 
nuniber of orders have been booked 


Irving Drew Co. to Make 
Line of Littleways 


PoRTSMOUTH, OHI0O—The Irving Drew 
Company of Portsmouth, Ohio, makers 
and national distributors of the well- 
known Drew. Arch Rest Shoe, an- 
nounces the formation of a complete 
separate unit to handle a new popular 
priced McKay line of women’s shoes, 
made on the Littleway process. 

Although not definitely decided on, 
this new division will probably be 
known as the Peerless City Shoe Com- 
pany. The styling, making and dis- 
tribution will be conducted entirely 
separate from the established welt 
business that has gained national rec- 
ognition for the Drew product. 

Alfred A. Curtis, formerly of the 
Thomas G. Plant Company, makers of 
Queen Quality shoes, and of the Bond 
Shoe Company of New York City, will 
have charge of this new division. Mr. 
Curtis possesses remarkable styling, 
merchandising and sales ability, being 
known intimately in the larger cen- 
ters from coast to coast and recognized 
as an outstanding authority on women’s 
stylish shoes. 

New samples of this new pouular 
priced McKay line are now completed 
and will make their first introduction to 
the shoe trade at the Copley-Plaza 
Hotel during the Boston Shoe Style 
Show, July 9-14. 

Mr. Curtis and H. B. Bohr of the 
Irving Drew Company will personally 
conduct this introduction which prom- 
ises to be of unbounded interest. 


May Organize Tri-State 
Chamber of Commerce 


PorRTSMOUTH, OHIO, June 23 (UTPS) 
—Mark W. Selby, officer of the Selby 
Shoe Co., has initiated a survey of the 
business and industrial situation in 
Portsmouth and Ironton, Ohio; Cattles- 
burg and Ashland, Ky., and Hunting- 
ton and. Kenova, W. Va., with the 
object of organizing a Tri-State Cham- 
ber of Commerce and publicity bureau 
to advance that section as a shopping 
area. Mr. Selby is president of the 
Rotary Club of Portsmouth, which is 
backing the movement. 











Belgian Fair Sept. 1-9 


. BRUSSELS, BELGIUM.— The _ seventh 
Belgian Shoe and Leather Show will 
be held this year from Sept. 1 to 9. 
Over 4000 sq. meters have already 
been reserved. This important event 
every year enjoys a bigger success. 
More than 50,000 visitors in 1927. 
For information and admittance tick- 
ets apply. to the secretary, 140 Rue 
de Mérode, Brussels. 





Big Volume 
of Suedes 
Cut in Lynn 


LyNN, Mass.—It looks like a run 
on suede shoes, for tanners hereabouts 
are already making a _ considerable 
quantity of this velvety stock. It is 
chiefly in blacks and browns. Some 
blues for street shoes, and few deli- 
cate shades for dress shoes, also are 
being made. 

A leading last maker offers the curi- 
ous comment that Cuban heels are mov- 
ing up from 13/8 to 15/8, while Louis 
heels are moving down from 20/8 to 
18/8. This is for volume business. An 
exception is made for the hairpin shank 
and like shoes which have heels of 22/8 
or more. 

A general tendency, as noted by last 
makers, is toward longer and narrower 
toes, but not toward pointed toes. 
Vamps are to be longer in this class 
of footwear. A new balloon toe last is 
reported and also a ridge toe last. 

“Patterns tend toward simplicity and 
elegance,” says a designer, “excepting 
for the new modernistic effects which 
are favored by the fast style makers. 
Our orders show a demand for more 
strap pump patterns than we expected, 
and possibly not as many oxfords and 
ties as we looked for.” 

Buckle ornaments continue to hold a 
strong position, on stepins and Colonial 
pumps, as well as on strap patterns. 
Novelty buckles have pushed buttons 
into the background as a means for 
fastening straps. 

One firm, starting on its new season, 
is making chiefly satins and velvets. 
An estimate that 25 per cent of Lynn’s 
shoes are of fabric is offered by one 
observer. 

The making of slippers for fall has 
been begun. Further mention of boots 
is warranted, for the sample lines show 
a number of patterns, including lace 
boots as well as glorified Congress 
boots. 

Patterns tend to small areas, for 
economy in cutting. There is quite a 
shift in values on account of the 
changes in the leather market, as well 
as methods of production. The price 
question will doubtless be a foremost 
issue in the coming July markets. 

A machine for automatically attach- 
ing wood heels is reported. ; 





A New Co-operative 


LYNN, Mass.— Bond Shoemakers, 
Inc., has been formed to take over the 
Bond Shoe Mfg. Co., whose liquidation 
was recently announced. John H. Gold- 
berg, president of the Bond Shoe Mfg. 
Co., is directing the new enterprise. 
Employees of the old firm are subscrib- 
ing for stock in the new concern. M. F 
McGrath, a leather merchant of Lynn, 
has taken $20,000 worth of stock. 
Harry Schvey, the New York merchant, 
who was treasurer of the old firm, has 
informed the new concern that he will 
take its shoes. Mr. Goldberg says there 
are important economies to be gained in 
the new method of cooperative shoe- 
making, for they tend to improve the 
quality of production as well as to 
eliminate waste of time, labor and ma- 
terials. 
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WHERE TO BUY 
Men’s Shoes 
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BOSTONIANS 
SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The m at the right price. 

















LIPPER SUPPLY Co. 


HY-G@ 
New York City 


683 Broadway 














WHERE TO BUY 


Standard Shoe Materials 











The One 
Waterproof 








Tanneries at Danvorspert, 95 South St., Besten, Mass. 


West Virginia 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
( Detroit New York Chicago 
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Men’s & Women’s 
Slippers 


elie ei adh ei ell 





Don’t fail to see 
LOUIS HALPERN 
for hot numbers 


147 Lincoln Street 
BOSTON, MASS. 














Two Strap Sandal 


“Hand Turned” 
In Stock 
C to E—2%,-9 
No. 3-2 at 
MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York Ci 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 
Catalog 
a sent on 
request 


WHERE TO BUY 


Store Fixtures 
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DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs 














Old Colony Ad Men 
Hold Golf Tournament 


BrRocKTON, Mass.—Rain failed 
dampen the ardor of more than half a 
hundred members and guests of the 
Old Colony Advertising Club who 
journeyed to the South Shore Country 
Club at West Hingham, June 22, for 
the annual golf outing. As usual when 
this group of advertising men and their 
friends get together everyone had a 
good time on the links and at the din- 
ner and social time that followed the 
golf. 

There were prizes in profusion, do- 
nated by members and friends of club 
members, and the 30 handicap men had 
as good a chance for these as the top- 
notchers. The I. Wendell Gammons cup, 
offered for members only, was won by 
Everit B. Terhune, publisher of THE 
Boot AND SHOE RECORDER, and Mr. 
Terhune received an ovation when he 
accepted the trophy from Fred W. 
Spollett, past president of the club. 
This cup, donated by The Shoe Retailer, 
was won by A. D. Knight in 1926 and 
by Glenn M. McCrillis in 1927. Mr. 
Terhune also won a bowl and candle- 
sticks, given by the Shoe Style Digest 
for the best net score for club members 
with handicaps from 15 to 30. Mr. 
Terhune extended an invitation to the 
members of the club and friends to be 
his guests at Tedesco again this 
summer. 

Prizes were won as follows: For vis- 
itors with handicaps of one to 14, best 
gross, Murray Purves, pair of Edwin 
Clapp shoes; best net, B. Harrison 
Cort, shoes by M. A. Packard Shoe Co.; 
second best net, William M. LeBrecht, 
shoe trees by O. A. Miller Co.; third 
net, A. R. Griffes, leather set by Hamil- 
ton-Wade Co.; fourth net, William M. 
Larkin, shoes by Geo. E. Keith Com- 
pany; for score nearest 100 turned in 
by guest, Maurice F. Dalton, shoes by 
tichards & Brennan. 

For club members with handicaps of 
from one to 14, best gross, Arthur J 
Chase, shoes by Stacy-Adams Co.; best 
net, Arthur D. Knight, cup from Boor 
AND SHOE RECORDER; second net, Ern- 
est A. Burrill, dozen golf balls given 
by Tolman Print, Inc.; third best net, 
Fred M. Regnell, golf stick from T. K. 
Hughes Co. 

Club members with handicaps from 
15 to 30, best gross, Glenn M. McCril- 
lis, shoes by Hurley Shoe Co.; best net, 
Lester E. Packard, dozen golf balls, 
presented by White Star Laundry; sec- 
ond best net, Harry F. Malloy, golf 
bag from Harvard Engraving Com- 
pany; third best net, Shelton R. Houx, 
leather set, Avon Sole Co. 

Club members with no golf club 
handicaps (novices), best score, Wil- 
liam Longden, shoes by Stetson Shoe 
Co.; second best score, Deane E. Alex- 
ander, shoes by M. N. Arnold Shoe Co.; 
third best score, tie between Herbert S. 
Gardiner and John J. Feeley, half a 
dozen golf balls each. 

For guests with no handicaps (nov- 
ices), best gross, Fred Collier, pair of 
L. A. Crossett shoes; second best, Paul 
ewe shoes by W. L. Douglas Shoe 

0. 


Considering the weather conditions 
under which the matches were played 
there were some good scores turned in. 
Those who competed included: George 
W. R. Hill, J. S. Hutchinson, Metz B. 
Hayes, Murray Purves, John McElaney, 





Curtis Pratt, W. H. Larkin, R. P. 
Holdsworth, B. H. Cort, A. R. Griffes, 
W. B. Stevenson, Maurice A. Blackmur, 
William Nye, C. Searles Reed, W. H. 
Cary, George Barney, Martin Tevlin, 
William M. LeBrecht, M. F. Dalton, 
Paul McCarthy, Philip Melhado, Har- 
old Quimby, Fred Collier, Harry Hur- 
ley, Arthur Nichols, Arthur D. Knight, 
E. A. Burrill, Fred M. Regneil, A. J. 
Chase, Lester E. Packard, Everit B. 
Terhune, Harry F. Malloy, Arthur C. 
Davenport, Shelton R. Houx, Glenn 
McCrillis, Dewey Thibault, Herbert 
Gardiner, Deane E. Alexander and 
John Feeley. 


John A. Bush Predicts 
Gradual Price Advance 


St. Louis, Mo.—Just previous to his 
sailing for Europe, John A. Bush, pres- 
ident of the Brown Shoe Co., said: 

“Every indication is that shoes are 
being sold today below the cost of re- 
placement by both retail merchants and 
wholesaler. This situation cannot con- 
tinue and to correct it, a gradual ad- 
vance throughout the industry will be 
necessary. The leather market is fun- 
damentally very strong and this condi- 
tion is not alone confined to the United 
States.” 

He stressed the point that manufac- 
turers are effecting every possible econ- 
omy to hold prices to the lowest pos- 
sible figure. 


B. F. Spinney Dead 


LYNN, Mass.—B. F. Spinney, a shoe 
manufacturer for more than half a cen- 
tury, died recently at his home in Lynn, 
age 96. He started as a clerk in his 
father’s store when 16 years old. Later, 
he engaged in manufacturing and built 
up the noted firm of B. F. Spinney & 
Co., operating factories for the making 
of wonien’s shoes in Lynn and in Nor- 
way, Me. He was, in the prime of his 
career, president of the Boston Woven 
Hose & Rubber Co. of Boston, of the 
Thomson Electric Welding Co. of Lynn, 
and of the Security Trust Co. of Lynn. 
He was an active member of the Uni- 
tarian Church, and of the Oxford Club 
of Lynn. He was a leader in public 
affairs, particularly those of charity 
and of civic improvement. He is sur- 
vived by a son, Frank C. Spinney. 


Hamilton-Brown Gains 


St. Louis, Mo. — Hamilton-Brown 
Shoe Co. reports a gain of $615,000 for 
the first five months of this year, over 
the same period of a year ago. In a let- 
ter to the sales force, A. D. Brown, 
president of the company, urged the 
selling force to have their customers 
place their staple business at once, as 
higher prices seem inevitable in the 
face of the leather situation. 


New Arch Support Co. 


DETROIT, Mich. (UTPS)—N. C. Am- 
ulexen and J. Cannon, shoe travelers, 
have established the Detroit Arch-Sup- 
port Shoe Co. at 513 Sun Building, and 
are covering the retail trade of the 
State with a line of arch-supporting 
footwear. 
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Boston, Mass.— 
Joseph Goldberg, 
manager, and W. 
B. Grover, secre- 
tary of the recent- 
ly established Fed- 
erated Shoe Stores 
of America, 104 


Albany Building, 
report that the 
number of _ their 


customers is grow- 
ing at the rate of 
about four daily, 
that the number of 
accounts for their 
group buying service is now about 750, 
and that their aim is approximately 
1000. They state that they have re- 
ceived the encouragement and indorse- 
ments of various civic bodies and cham- 
bers of commerce. A dozen or more 
field men are already at work in the va- 
rious parts of the country enrolling 
members. Only one member store in a 
town up to 35,000 is eligible to join; in 
larger cities, more can register. The 
salient features of this service are to 
obtain volume prices for small stores; 
to give customers the privilege of pur- 
chasing in small quantities—even as 
few as 12 or 18 pairs; the preservation 
of individual store identity and owner- 
ship, and constant representation in 





Joseph Coldberg 





Group Buying Service Growing 


the markets. The 
idea was put to 
work by two men 
who saw the possi- 
bilities of group 
buying for the 
small merchant, 
so that he might 
meet chain store 
buying power in 
style and _ price. 
The F. S. S. of 
A. does not rep- 
resent a_ single 
shoe manufacturer, 
nor any group of ; 
manufacturers; it buys from a wide 
range of factories. Manager Goldberg 
was formerly a principal in the Trade- 
home Shoe Stores, Inc., consisting of 18 
stores, operating out of St. Paul. He 
is one of the best known buyers in the 
Boston market. Secretary W. B. Grover 
was formerly vice-president of The Shoe 
Buyer, and later its editor, as well as 
editor of others of the Gill publica- 
tions. He was formerly advertising 
manager and assistant merchandising 
man for Wolf & Dessauer of Fort 
Wayne, and also conducted his own ad- 
vertising agency in that city, as well as 
teaching salesmanship. He has also 
taken special merchandising courses in 
the East. 





Ww. B. Crover 
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WHERE TO BUY 


Women’s Novelties 
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Southern Dealer 
“Your styles are wonder- 
ful, fit right and sell 
like hot cakes. You 
can advertise this 
letter if you wish.’’ 


From a Progressive 
In Stock $3 to $6 
sellers. 


(Name on request.) 
You'll say the same 
once you try ‘‘On- 
Time”’ specialties. 
Write for circulars. 
Samuel Cohen 


Shoe Co. 
72 Lincoln St., Boston, Mass. 
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WHERE TO BUY 
Ballet Slippers 
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Sullivan with Fair Sex 


LYNN, Mass.—William A. Sullivan, 
formerly of the firm of T. J. Sullivan & 
Co. of this city, is now associated with 
the Fair Sex Shoe Company, also of 
Lynn. He has left on his first trip 
with the Fair Sex line, but will return 
to Boston in time to represent his com- 
pany during the Boston Shoe and 
Leather Fair. The association of Mr. 
Sullivan with Henry Weiss and his son, 
Nat, brings together three thorough- 
going shoemen and creates a strong, 
well-balanced organization. 





J. C. McKeon to Address 
Merchandise Managers 


New York, N. Y.—Among the speak- 
ers who will address the convention of 
the Merchandise Managers Group of 
the National Retail Dry Goods Asso- 
ciation at the Hotel Pennsylvania on 
July 13, is John C. McKeon, of Laird, 
Schober & Co., Philadelphia shoe manu- 
facturers. 

Mr. McKeon will tal kon “Design 
and Style as Selling Factors.” 





Salomon Off to Europe 


New York, N. Y.—Edward M. Salo- 
mon, of Salomon & Phillips, creators 
of style leathers, sailed for Europe on 
the S.S. Olympic, June 9. Mr. Salo- 
mon will be at the Paris office of the 
firm during the month of June, and 
then visits the various concerns in 
Great Britain and on the Continent 
which his house represents in the 
U. S. A. For the past decade Mr. 
Salomon has introduced new ideas in 
novelty leathers for the shoe trade. 








I. Miller and Rickard 
Firms in Amalgamation 


HAVERHILL, Mass. — A _ proposed 
amalgamation of the Rickard Shoe 
Company of this city and I. Miller & 
Sons, Long Island City, N. Y., is close 
to consummation following the financial 
reorganization of the latter concern. 
Previously, I. Miller & Sons held a 50 
per cent stock interest in the Rickard 
company. Under the terms of the pro- 
posed amalgamation there will be an 
exchange of Rickard stock for I. Miller 
stock and the facilities of both fac- 
tories will be available for use to the 
fullest extent. This will mean a much 
better service to the customers of both 
factories. Plans are under way for an 
expansion in production facilities. 

With the proposed amalgamation 
Ed. Rickard will become a vice-presi- 
dent of I. Miller & Sons and also a 
member of the board of directors of 
the reorganized Miller company. 


Brockton Fair Shoe 
Space Well Sold Ahead 


BrocKToN, Mass.—So much interest 
is being shown in the advance plans 
for the Brockton fair shoe style show 
that already all but four of the booths 
allotted to the footwear section have 
been sold, with the exhibition still more 
than three months away. 

The shoe style show committee has 
been organized this year with George 
M. Rand of the Tolman Print, Inc., as 
chairman. Mr. Rand, with Charles E. 
Lynch and Frank M. Bump, secretary 
of the Brockton Shoe Manufacturers’ 
Association were appointed to bring 
about a closer spirit of cooperation be- 
tween the manufacturers and the fair 
directors, and practically all the shoe 
exhibition space has been taken. 
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let Slippers 
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BLOG SHOB CO., INC. 
147 Duane &t., 


New York, N. Y¥. 




















BALLET SLIPPERS-IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Tura 
Soft Tee 


Child’s 6 te 11—$1.35 

Misses 11% te 2— 1.46] 

Women’s 2% te 8—1.45 
Alse Hard Tees 


SCHWARTZ & HERDE Ine. 
8 alists in Ballet italics 
1 No. lith St., Philadelphia. Pa. 














BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 

Ne. 600 Black Kid..1.45 1.40 1.85 
Ceast Priees Slightly Higher 


BROOKS SHOE 


MFG. CO. 


Philadelphia— 
17265 No. 6th 8t. 
les Angeles—1162 So. Hill & 
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HAND TURNED, BLACK KIp 
BALLET SLIPPERS 











Bene 
Bi attended to 
ROTH &2 ROSENBERG SHOE CO. 


124 N. Srd St., Philadeiphia 


umith 
Local 
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Rights and Lefts 
Two Grades 


Wos. Miss. Ohi. 
$1.50 $1.45 $1.40 
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SUMNER 

In Stock SMITH 

325 West Monroe Chicago, Ill 
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WHERE TO BUY 
Shipper Quilting 
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FENKART & SONS, INC. 














815 22nd Street Union City, N. J. 
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WHERE TO BUY 
Children’s Shoes 


hh 66 OF Ee OY eee 


“ELAM’’ 


Flexible Turn Shoes 
Exclusively 


For the Jobbing Trade 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Bosten Office: Statler Bldg., Room 532 











Marathon Buys Two Factories 


Factory of Wausau Shoe Mfg. Co., 


Wausau, Wisconsin, recently taken 


over by Marathon Shoe Co. 


Wausau, Wis.—The Marathon Shoe 
Company has purchased the assets and 
buildings of the Wausau Shoe Manu- 
facturing Company, with plants here 
and in Merrill, Wis., the move having 
been made necessary by the rapidly in- 
creasing demand for the Pied Piper 
line. The Wausau plant alone, now 
working at capacity, will produce 1500 
pairs per day and in this plant will be 
made only spring heel shoes in junior 
sizes—2% to 5; infants’ sizes—5% to 
8; and children’s sizes—8% to 12. The 


Merrill factory also will be used for 
the production of Pied Pipers. Other 
factories will be added as the need for 
them develops and this is expected to 
be soon. All of the shoes in all the 
Marathon factories are made by ‘he 
Pentler & Short Patented Improved 
Welt Process. Although numerous re- 
quests have been received from other 
factories in the trade for use of this 
process, it will be confined to the Mara- 
thon Shoe Co. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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“Decidedly Different” 
Importers 


MAISON MANN, INC. 
formerly 


BAUER & MANN 
3B West 20th St., New York 


Trirart & De ALTERIS 
Importers ee eat tats 

— RHINESTONE —— 
SHOE ORNAMENTS 


101-598 West 37th Street, 
ew York City 
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A. & H. VEITH, INC. 
—I mporters— 
9-11 East 38th, New York 








Service Shop Is Opened 
by the Scholl Mfg. Co. 


CuicaGco, Inut.—In cooperation with 
the retail shoe and department stores 
of Chicago and vicinity, The Scholl 
Mfg. Co., Inc., manufacturers of Dr. 
Scholl’s corrective foot appliances, has 
opened a downtown service shop at 21 
North Wabash Avenue. 

The shop is equipped with private 
fitting rooms and is in charge of ex- 
perts. As the Doctor Scholl method of 
foot correction consists of increasing 
the elevation of the appliances by de- 
grees until the arch has been finally 
restored, it is expected the new store 
will prove, because of its central loca- 
tion, of great convenience to wearers of 


——- 

erchants will also find the shop of 
service, for it is announced that it will 
be used as a free training school for 
shoe men who wish to take up the study 
of the foot correction methods of Dr. 
William M. Scholl. 

Similar shops have been in operation 
for some time in Europe, particularly 
in Berlin, Paris, Rome, London and 
other cities of the United Kingdom. 
_ is about to be opened in Mexico 

ity. 


Wholesale Trade Shows 
Gain in St. Louis Market 


St. Louis, Mo.— Business in the 
wholesale district is slightly better than 
for the same period a year ago. There 
is some slackening in the volume at this 
time, which is seasonal. The lines are 
being completed but much attention is 
being concentrated on the pricing of 
new shoes. The cost committees are 
and have been in session for the past 
few days and their findings will be 
reported shortly. 

There seems te be a persistent rumor 





that everything possible is being done 
to hold down prices as much as possible 
and still not lower the quality in any 
direction. There will be some slight 
advances, but these will be scarcely 
noticeable when the lines are finally 
adopted. 

During the next few weeks the lines 
will be ready for the men. Some of 
the general line houses will send them 
to the salesmen in the territory, while 
others will bring the selling forces into 
the headquarters for a general confer- 
ence. 

The specialty houses are receiving 
their share of the business, but the big 
volume has not started to pour in. This 
influx of business is looked for some 
time in the near future. One of the 
large factories is running at 80 per 
cent of capacity. The lines of these 
houses have been in the hands of the 
men about a week and a new start is 
being made into the territories with 
fall shoes. 

The big operators have already 
started to place some of their orders 
for August and September selling. 
This trend indicates some reptile shoes 
in combination with kid will receive the 
patronage of the well dressed women. 
Brown and serge blue motifs are 
strong. 
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WHERE TO BUY 


Shoe Drawings 
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Established 1894 


IN STOCK 


Dickory Dock Fall Line Blucher 
Boots in Patent, Tan, Gun Metal 
and Dark Smoke. Both plain and 


trimmed numbers. 


TRUITT BROS., Inc. 
Binghamton, N. Y. 
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Unity Shoe Mfg. Co., Inc., of Lynn 


A Cordial Invitation-- 





IS EXTENDED to all Shoe Merchants to visit the display of 
Women’s Novelty McKays offered by the Unity Shoe Co. during 
the Boston Show, July 9-10-11, Rooms 701-3-5, Hotel Statler. 


The new fall line was designed in keeping with the advanced style 
recommendations as set down by the designers in this country and 
abroad and is extremely smart. Smart patterns, up-to-date lasts, 


extra fine quality. 


Shoes That Retail From $6-00 to $7.50 


THAT WILL FIT as no other shoes in this grade . 


REPRESENTED BY UNITY SHOE MFG. CO. 


LOU SALVAGE 
SAM LYONS INCORPORATED 


éias eaten 266 Broad Street LYNN, MASS. 
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Greeley wants your busi- NV pee 
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ness. 


For Greeley Boudoirs are 
IN quality through and 


through. 30 Lines — Men's House 
STOCK og 

If your jobber cannot 
36 Pair Cases supply—vwrite us. 


A. W. GREELEY 
12 Duncan Street : Haverhill, Mass. 








ox 














BOOT AND SHOE RECORDER 


June 30, 19% 





POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Wanted: 


Salesmen of experience with 
following, to sell eur lines of 
women’s up-to-the-minute novelties 
ranging from $2.35 to $2.85 
carried In-Stock. States open: 
Va., Pa. Ky. Ohio, Iowa, IIls., 
Mo., Miss., La., Texas, Colo., Idaho, 
Wyo., Mont., Wis. Commission 
basis only. Full particulars must 
accompany application. Address, 
D-520, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











WANTED 


By a large eastern wholesale 
house, with established business in 
western New York, a Class A 
salesman who has a following in 
that section. Address D-553, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass., giving full in- 
formation as to the lines carried, 
amount of shipments the last two 
or three years, your age, and at 
least two responsible references. 
The line is sold on a 5% commis- 
sion basis with a reasonable draw- 
ing account. 


RARE OPPORTUNITY—We are changing 

representatives in the following states in 
which we_ have established trade: Ohio, Ar- 

sas, Missouri, Indiana, Tennessee, New 
York state. Want men to carry our line of 
In-Stock leather house slippers as side line. Must 
live on territory and cover same close by auto. 
Give full particulars in first letter. No drawing 
account. Weekly ements against orders 
received. Twenty men now successfully sell- 
ing 8 ase, ~y commoehy in shoe 
game x aid-Rite Corp. (Manufacturers 
35 York St -» Brooklyn, Sen’ York. ’ 





ALESMAN ‘WANTED: We ha i 
S in o — for a = dg mmom 4 
carrying our line consist i 
of shoe novelties and ‘spats. ee aan 


189 W. Madison St., Chicago, III. 





IDE LINE SALESMAN t Hi 
S Grade Men’s Leather Slippers sellin ae 
pond to “ee in a Lo SR, olning 

on per_cent commission basis only. 
THE BIG “K” SHOE CO., 42 4 ‘ 
CINCINNATI, OHIO. a 


A Golden Opportunity for Live Experienced Shoe Men with Good Following 


The ‘House of Winners’’—The Fastest and easiest selling line of women’s novelty shoes on 


the market today at two-eighty-five and three-thirty-five. 
Illinois, Indiana, West Texas, Louisiana and Nebraska. 


Have the following territory open :— 


Straight liberal commission. Write 


at once giving references and other information in first letter. 
Our Fall line, which is a revelation to the trade, is ready. 


FASHION SHOE COMPANY, INC., 1327 Washington Ave., St. Louis, Mo. 








Salesmen Wanted 


FOR TEXAS, GEORGIA, KEN- 
TUCKY, OHIO, TENNESSEE, 
MINNESOTA, LOUISIANA, 
ALABAMA, NEW YORK, 
IOWA and other desirable terri- 
tories to carry the fastest line of 
IN-STOCK STYLED CORREC- 
TIVE McKAY ARCH SHOES 
priced at $2.85 and $3.85. Liberal 
commission basis. Good opportu- 
nity for big earnings. When apply- 
ing, state exact territory you cover. 
CORRECTIVE SHOE COMPANY 


14th and Washington Ave., 
St. Louis, Missouri 











Salesmen 


Wanted 


Thoroughly experienced men 
wanted to sell a fast, medium- 
priced, well known and success- 
ful factory line of women’s 
novelty McKays for the follow- 
ing territory: Pacific Coast, 
South East, and Middle West 
Only those with established 
trade and proven ability need 
apply. Address D-575, Boot and 
Shoe Recorder Publishing Co., 
207 South Street, Boston, Mass. 











SALESMAN WANTED 


Live wire salesman to take care of Jobbing, Department Store and Chain 
Store trade through entire South from Virginia to Texas. Must be well 
acquainted with entire. territory and show large results. i r 
oughly acquainted with Stitchdown trade need apply. Commission basis 
with drawing account and expenses to the right party. Apply by letter only. 
Progress Shoe Co., 430 East 102nd Street, New York, N. Y. 


Only men thor- 





SALESMEN WANTED 


to carry side line of women’s high 
grade turn boudoirs in staples and 
exclusive novelties. Chicago and 
Mid West, also New England and 
New York State territories open. 
A new line. Address D-573, care 
Boot and Shoe Recorder, 239 West 
39th St., New York, N. Y. 











SALESMAN; three territories, Ohio, Indiana 

and Pittsburgh. Short In-Stock line of $6.00 

to $7.00 retail men’s dress welts. Lasts and 

patterns up-to-date. Give full information and 

references in first letter. Address D-556, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 





ANTED—Salesman covering volume buyers 

in Central West to sell exceptional side line 
of popular priced children’s and misses’ welts 
carried in stock. Address D-582, care Boot and 
Shoe Recorder, 189 West Madison Street, 
Chicago. 


THREE SALESMEN WANTED 


for fastest selling and snappiest line of 
Welt and McKay in-stock arch-support 
shoes to retail for five and six dollars. 
State experience and territory. Commis 
sions id every two weeks. Address 
D > Care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 











S ALESMEN WANTED: Real producers in 
the following territories:—Texas, Utah and 
Colorado, Nebraska, Kansas, Missouri, !!Iinois, 
Indiana, Eastern Pennsylvania. We are manv- 
facturers of one of the oldest lines of work 
shoes, dress oxfords and shoes—a real OUAI- 
ITY line—BIG commissions paid to the right 
man—established territory. Only live wires 
need apply. Address D-579. care Boot and 
= Recorder, 189 W. Madison St., Chicago, 
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SALESMEN WANTED 


FACTORY WANTED 


MERCHANT NEEDS 








Manufacturer only selling wholesale 
trade desires aggressive salesman 
to sell men’s, boys’ and youths 
Goodyear Welt shoes to mail order 


houses, chain stores and _ shoe 
manufacturers. Please state refer- 
ences. Address D-572, care Boot 


and Shoe Recorder, 207 South St., 
Boston, Mass. 














WE have a few very desirable territories 
open in the South and Southwest. Fast 
selling line of women’s “red-hot” novelty shoes, 
“In-Stock” to retail at $4, $5 and $6, strictly 
commission basis. A wonderful opportunity 
for real producers with established trade. 
Wm. Marks Shoe Co., 1406 Washington Ave., 
St. Louis, Mo. 





WANTED: A high grade salesman to sell 
factory stock line of Corrective shoes to 
retail at $6.00, representing an unusually strong 
value. Territory open—Illinois, Iowa, Wiscon- 
sin, Minnesota and Dakotas. Must have estab- 
lished trade. Commission basis only. Give full 
particulars and references in first letter. Ad- 
dress D-570, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 



















LINE WANTED 





HAYE YOU THIS? If there is any Manu- 
facturer or Jobber who has a Line of Men’s 
Welt Oxfords to offer to the trade at $2.00 to 
$2.25, I would like to hear from him. I want 
such a line to offer to Chain Stores and Good 
Rated Accounts who buy in volume—for the 
two Carolinas. Address D-580, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





YOUNG man thoroughly acquainted with 
the desirable accounts in New York City 
and environs, desires to connect with a manu- 
facturer of high grade infants’ to growing girls’ 
shoes. Address D-569, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





WANTED: By a well known Salesman w | 
Children’s Shoes to Jobbers, Chain an 
Department stores, a desirable medium priced 
non-conflicting line. Territory practically be- 
tween Boston and Pittsburgh. ddress D-576, 
care Boot and Shoe Recorder, 207 South St., 








FOR RENT 








Shoe Department 


for rent 


in best department store in New 
Britain, Conn. Keen man with 
good personality and ability can 
do splendid women’s and chil- 
dren’s business. Shoes not carried 
now but many calls daily from 
regular customers. Rent based on 
oe percentage of sales. Address 
-571 


Boot & Shoe Recorder, 
207 South St., Boston, Mass. 











SHOE SPACE: For rent in well established 
“ ladies’ specialty shop, moving into new build- 
ing about Sept. Ist; 100 per cent location; the 
above space on ground floor will be rented to 
reliable concern able to take care of better 
trade; city of 55,000 with trade territory of 
220,000 adjoining. WATNER’S, INC., Box 
36, Amarillo, Texas. 








_ WANTED TO PURCHASE 


URN your unmovable stock into money. 

Will pay spot cash for close-outs or broken 
lots of odds and ends in men’s, ladies’ and 
children’s shoes. Styles or sizes no object. We 
also buy entire stocks. Address D-578, care 
Boot and Shoe Recorder, 189 W. Madison 
Street, Chicago, Ill. 










FACTORY WANTED 


Prominent Shoe Manufacturer 
located in New York for over fif- 
teen years is looking for a new 
location and invites propositions 
from Board of Trade or Chamber 
of Commerce of nearby or Eastern 
towns. 

Firm is of long and good com- 
mercial standing, employing one 
hundred fifty hands twelve months 
of the year. Only propositions from 
towns with sufficient shoe help con- 
sidered. 

Need about twenty-five thousand 
feet of modern factory space. 
Ready for occupancy about De- 
cember or January first. 

Address D-574, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 















































FOR SALE 


FOR SALE:—Stock high grade shoes, fixtures, 

show cases, cash register, electric sign, 
movable shelving, safe. Sold separate or to- 
ge. Receiver—322 West 63rd St., Chicago, 


FoR SALE: Well established shoe business, 

best lines, clean stock, four years in busi- 
ness, only exclusive shoe store, drawing popu- 
lation 10,000, best little town in North Carolina. 
Will sacrifice, must sell. Good chance for live 
wire. Address Cockerham Bros., Elkin, N. C. 














BUSINESS OPPORTUNITY 


IDDLE aged man to buy interest in correc- 

tive Shoe Store, best location, second floor, 
largest city in Southwest, owner doing foot 
work, wants partner to sell shoes. Address 
D-565, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Laboratory, 
21 Back Bay, Boston, Mass. 











MISCELLANEOUS 








helves! 
Expert Merchandise Ad- 


justers and Sales Operators 

More than 12 years’ experience in 
retail shoe stores, with all grades, 
enables us to advise you and to con- 
duct sales that clean your shelves of 
undesirables at the highest dollar. 
Best of references gladly given upon 
request. 
Address D-581, care Boot and 
Shoe Recorder, 207 South S8t., 
Boston, Mass. 
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Advertising Air Balloons 


Size No. 50—8%” Inflated 
$4.00 per gross Quantitiee 5 grees 
Send us your or more 
and Assorted Colors 


W. E. FOLLIS ADVERTISING 
159 No. State St., Chicago, Ill. 

















































MODERNIZE STORE METHOD 

To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 





STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
; Circular on request. 
mt FEMYERS & BRO.ca, 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERSE 

















—WINDOW 
DISPLAY FIXTURES 


I SEGALLE SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 

















Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


















Made in all _ styles 
to suit any shelving 
conditions. 












Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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MERCHANT NEEDS 





eels WP ge =i rer ew a a 

‘tn OSCAR ONKEN Cong 
‘J Display Fixtures of Quality 2 
¥ IN WOOD ONLY, BUT IN MANY PERIODS 4 


To Make Your Show Windows Profit- 
able These 3 Conditions Are 
Important: 


ist—A geod Windew Display Man; 
2nd—Change the Displays very often; 


Fixtures that 
3rd—Use Weed Display ert -_ 


Always bear in mind that 
‘MANY SALES ARE MADE FROM THE SIDEWALK” 


At half the rent you are paying, you 

board up your show windows. 

they have a certain value. 

y become very costly. If 

utilized right they can be made very 
profitable. 


Ask For SpeciaL Book N-11 








fay SPECIAL FXTURES MADE FOR ADVERTISING PURPOSES 1 


One of the Two Best Lines Made 


CINCINNATI, O. 


C7 N=) = 


Thre DISTINCTIVE 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


44 39 W 34 i an @ 
Phone WISCONSIN 8130 


* 


Beker Off to Europe 


BROOKLYN, N. Y.—Samuel Beker, of 
Beker & Friedman, shoe manufactur- 
ers, sailed Wednesday, June 20, for a 
three months’ tour of Europe. Accom- 
panying him were his wife and daugh- 
ter. On the Saturday previous to his 
sailing Mr. Beker was tendered a sur- 
prise dinner at the Educational Alli- 
ance, Brooklyn, attended by more than 
— of the company’s factory 
staff. 


arid 
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Noble Has Office 


Detroit, MicH. (UTPS)—L. D. 
Noble, who is well known to the shoe 
trade of this State, has established an 
office at 301 Farwell Building under 
the style Noble Foot Appliance Co. 








Tinkham Announces 
Heavy Douglas Orders 


BROCKTON, Mass.—W. L. Douglas 
Shoe Co. employees are assured of 
work for many weeks to come on 700,- 
000 pairs of shoes, orders for which 
are now on the books, according to an 
announcement made by President Her- 
bert L. Tinkham at meetings starting 
June 20 of district managers of the 
Douglas retail shoe stores, and con- 
ducted at the Montello plant. 

Mr. Tinkham stressed the fact that 
because the company makes “shoes for 
the entire family” continued success 
of the firm in a large measure is due. 
The conferences were conducted for 
the purpose of laying out the fall sea- 
son’s program, including the selection 
of styles and general policy for the 
stores. 

The delegates gathered June 19 and 
late in the afternoon they were taken 
to a Cohasset inn, where a dinner and 
program were enjoyed. President Tink- 
ham was the principal speaker at the 
informal exercises, during which gen- 
eral trade subjects were discussed. 

‘In calling the sessions to order June 
20, Mr. Tinkham congratulated the 
managers on the steady increase in 
sales during the season just closing, 
declaring it one of the most successful 
periods in the company’s history. 


Solomon Back from Trip 


Boston, Mass.—Paul Solomon, who 
recently became associated with the 
Clayman Shoe Manufacturing Com- 
pany, 1140 Washington Street, is just 
back from his first trip. Fall samples 
of this line of popular priced women’s 
novelties will be on display during the 
Boston Shoe and Leather Fair in Room 
No. 658, Hotel Statler. The Clayman 
Shoe Manufacturing Co. serves the 
volume trade. 


Lee Wins Again 


CoLumBus, OHIO (UTPS) — Raleigh 
Lee, manager of the Nisley Shoe Co., 
a subsidiary organization of the G. 
Edwin Smith Shoe Co., which operates 
a chain of about 35 retail stores, was 
the winner of the Columbus District 
Amateur Golf championship at the 
playoff June 16. Mr. Lee, who is known 
as a high class amateur golfer, was 
the winner of the trophy in 1921 and 
1922, giving him the honor of being 
the only player to win the trophy for 
the third time. 


Dall on School Board 


SAGINAW, MicH. (UTPS) — Charles 
A. F. Dall, Saginaw West Side shoe 
retailer, has been named a member of 
the Saginaw school board to succeed 
Dr. J. N. Kemp, who resigned recently. 


Leim Buys Store 


Detroit, Micw. (UTPS)—Maurice 
Leim has purchased the stock and fix- 
tures of the Family Shoe Store at 8807 
Michigan Avenue from Harry Horn- 
stein and will operate the business 
under the same name. 


June 30, 1928 








WANTED TO PURCHASE 











To Be Sure Tuat You Recerve || 
THE VERY HIGHEST PRICES |! 


for your retail odds and ends, entire or 
surplus stocks, ask us for our bid (estab- |) 
lished 40 years). Cash transactions. 
New York Export Purcuasinc Corp. |! 

596 Broadway, N. Y. City 

















} HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. Short term 
a over. nsactions confidential. 


MAX GLAUBERG 
436 Grand St., New York City 
Dry Dock 0352. 
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MERCHANT NEEDS 





CSTABLISHE® 290 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 


%49-27) LEXINGTON AVE., BRODKLYM, ony 


AMERICA’S CREATEST 
SHOE CARTON @& LABEL MrGcse 








Cincinnati Market 
Shows More Activity 


CINCINNATI, OHIO.—A _ satisfactory 
amount of fall business is being booked 
by local shoe manufacturers and it 
seems that merchants are buying more 
freely than they have for some time. 
Practically all factories in this section 
are running at capacity and in-stock 
departments and jobbers are getting 
plenty of mail orders for immediate 
delivery. 

An executive of the Krippendorff- 
Dittmann Co., in commenting on the 
shoe situation for fall, made the fol- 
lowing statement: 

“It seems that merchants are buying 
more freely than they have for some 
time and our fall bookings are very 
satisfactory. Orders coming in at pres- 
ent indicate a strong season on suede 
and we expect to do a fairly good busi- 
ness on reptile. The trade is receiving 
brown kid with favor and black patent 
is being bought freely. We filled lots 
of orders for whites in May and June 
and it appears that plenty of them will 
be sold, as many merchants are now 
sending in for immediate delivery on 
reorders.” 

Kid novelties and black patent are 
being specified in many mail orders 
being sent in to the Mann-Longini Co. 
by merchants for at-once business. Mr. 
Shultz, sales manager of the firm, re- 
ports sandals in high favor, some «atin 
going out and a few calls coming i» for 
printed fabrics. 





June 30, 1928 BOOT AND SHOE RECORDER 








%]% 
* 


Nea 
7 Pes ‘Ee 


‘AWA 
Wh es: 
ZA 
Za 


ANS 


THE CRAWFORD SHANK 


Q ~~ 


ZS 
Pa P 





Yr, 


* 


Ww 
\s aes 





] 
, y 
NS " 
SPLIT RIVET Bee 
ING SHANK t 
alt 


LOCK 
TO INSOLE 


‘eee 


oo. ia 
ere 9 co 


tivity 
sfactory 
r booked 
and it 
ng more 
ne time, 
; section 
in-stock 
getting 
ymediate 


endorff- 
on the 
the fol- os . ; 

j 5 Sanh ere ‘ : 
. buying ank eps it it as ae Wants 
re very x lott d fitt "8: a Ring eee 
at pres Sy, and a split rivet, so. 
n suede : Cs. M ie we ae 
od busi- Ty Lower mors . Ort a 
eceiving re A PR x . Dine ee Bo 7 Sg Saeeay veces 
¢ patent e RpAe FOU" : enough, under: Yc 
led lots ew 4 ISS eee eee 
lage "Bese ee men, ral. flattening of the-arch..\ 
em will ‘ OR Sg aie OR ee r 
ire noW : 
very on 


ent are 
orders 
yini Co. 
ss. Mr. U * d 
irm, re- 
ne «atin nite 
g in for 














































































204 


Serves in 


Getting More Shoes Sold Right; not only “more” but “ 


for the right purpose, to the right 
shee merchants. 





In this Issue 


QUALITY WINS NEw VICTORIES..... 


Stace Set For Bic Juty SHOW IN 
Boston, July 9, 10 and 11....... 


SALABLE SHOES ON THE RUNWAY... 
EXHIBITORS AT THE BOSTON FAI... 
BuILDERS OF THE BOSTON SHOE AND 


LEATHER FAIR......... hee ww a 
THE VOICE OF THE RECORDER...... é 
Stupy STYLE AT ITS SOURCE........ 
FLAMING YOUTH WANTS SQUARE 

MNT AiiaicGrhslane aie scie ois vie's a0 6 
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At Small Town Cost 


Wuo Is My CustoMer? (Fifth of a 
ESS Or a en 
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Sources and Grades 
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SHOE MERCHANT NEWS............ 

SHOE MARKET NEWS .............. 
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BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

The chief purpose of THe Boor anp SHoe ReEconpEr 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


Price Vs. Quality Struggle...... 83 


Record Attendance Indicated. . 


right”; sold 
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in the United States, its 


SUBSCRIPTION emg 

The subscription ice of the Boor anp SHom RecorpER 

postage th ite ns, Canada, Mexico, 

America (excepting Venesuela and the Guianas, which is 

‘ FORBIGN SUBSORIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 

All subscriptions are payable in advance. Single copies 25 cents. 


is $3.00 for one year, which includes 
Spain and of and Seuth 
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with which tt is to take effect. Duplicate 

through failure to send advance notice. 
the old one, 4f possible your 
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address label from 
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@ recent copy. 
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A buying guide to 


BOOTS AND SHOES 
Abbott-Armstrong-Abbott, Auburn, Me... 42 


ae ak Shoe Co., .—— @SS...66 64 
Alden, C. H., Abington, Mass............ 
—_ Walker & Wilde, = Weymouth, 


Mas 
Arch “Aid Shoe Co., Rochester, N. Y.. in 
Ault-Williamson Shoe Co., Auburn, Me. .36- 37 


Bass, Geo. H., Co., Wilton, Me........... 
Best-Ever Slipper Co., Inc., Brooklyn, 

i Mh tebe tacerabnbeweiensens 148, 196 
Bleecker Shoe Co., New York City....... 143 
Bliss & Perry Co., Newburyport, Mass. 117 
Blog Shoe Co., New TE Geiecceccvcese 197 
Bresnahan’ Shoe Co., Boston............. 12 

rooks Shoe Mfg. Co. Philadelphia, Pa.. 197 
Brown Shoe Co., St. Louis, Mo........ 110- ill 
Burdett Shoe Co. ko SUM, BEB eccccccccce 58-59 
Brauer Bros. Shoe Co., St. Louis, Mo.... 16 


Cambridge Rubber Co., Cambridze, Mass. 193 
Clapp, Edwin, & Scn, wie E. Weymouth, 


DED Vkbns<ideeekenevsdess4eseccod 167, 194 
Clayman Shoe Mfg. Co., Boston, Mass. 170 
Cohen, Samuel, Shoe Co., IIS 605600: 19 


7 
Colella & Leighton Shoe Co., Lynn, Mass. 125 
Colt-Cromwell Co., Inc., New York City.. 146 
ya Shoe & Leather Co., Whit- 


DOPSOS 0S SOSOSCCSSSSOCCCCCCCS 195 

ouaat Shoe Co., Brockton, a 69 

Coon, W. B., Co., Rochester, N. Y....... 172 

Corrective Shoe Co., St. Louis, Mo....... 25 
a Lewis A., Co., No. Abington, 

PYTTTITIT LITT TTT 8 

Collenn tdi Co., Auburn, Me....... 38-39 
a a & Yungel Shoe Co., Harrisburg, 

COOSCHOHOCOOES OS COESC OSE COSC EOLCS 168 

me. EP Shoe Co., New. York City...... r 
Dingley Foss Shoe Co., Auburn, Me...... 

Duane Shoe Co., New York City...... 149, i 


Educator Shoe Corp., New York City.... 131 
Edwards, J., & Co., Philadelphia, Pa..4th cover 
Elam, F. S., Shoe Co., Rochester, N. Y... 198 
Emerson Shoe Mfg. Co., Rockland, Mass. 
78, 194 
Evans, L. B., Sons Co., Wakefield, Mass. 
129, 199 


Firestone Footwear Co., Boston, Mass.. .66-67 
Freeman Shoe Mfg. Co., Beloit, Wis.... 51 
Friedman Shelby Shoe Co., St. Louis, Mo. 135 


Gites, C. &., Co, Pilla... P....ccccccese 138 
Golo Slipper Co., New York City........ 146 
Greeley, A. W., Co., Haverhill, Mass.... 199 
Green Shoe Mfg. Co., Boston, Mass...... 120 


Halperin, Louis, Shoe Co., Boston, Mass. 196 


—— Ernest D., Co., Newburyport, 
ST TT TET TOT ELT TTT Te 28-29 

Siegalline Dosdiondios Shoe Co., Boston, 
Mh SGhbsédgeepseenseecssecenecoeceec: 75 


Herman, Joseph M., Shoe Co., Boston and 
Millis, Mass. 
Hill, Howard W., Co., Beverly, Mass.... 121 
Watertown, Mass..... 6-7 
Hooley, W. F., Shoe Co., Lynn, Mass..... 2 
— Harry M., Co., Newburyport, 
ass. 


Ideal Baby Shoe Co., Danvers, Mass...... 32 


Jellerson Rafter Co., Norway, Me....... 53 
Jonas, J. J., Shoe Co., Haverhill, Mass.. 139 


Keith, Geo. E., Co., Brockton, Mass...... 76 


Lampe Shoe Co., St. Louis, Mo.......... 154 
too & Co., Philadelphia, Pa. 22 

Lilly, Henry, New York City 
Lumbard Shoe Co., Auburn, Me......... 44 


Madison Shoe Co., Marlboro, Mass...... 138 
Marlboro Shoe Co., Marlboro, Mass....... 124 
Merchants Shoe Co., Boston, Mass...... 191 
Milford Shoe Co., Milford, Mass........ 163 
Mitchell Welch Shoe Co., W. Lynn, Mass. 50 
— ten neencmmmmnenes Inc., Auburn. 


Nature Footwear Corp., Brewer, Me..... 170 
ettleton, A. E., Syracuse, , 194 

Packard, M. A., Co., Brockton, Mass.. 
126, 127, 194 


Co., Inc., Brook- 





Peck ‘Shoe Co., Worcester, Mass....... 122-123 


Plant, Thomas G., Co., Boston, Mass. .136-137 


Red Wing Shoe Co., Red Wing, Minn... ‘54 
Bion F., Brockton, M 
Richards & Brennan Co., Randolph, . i 


Co.. Columbus, Ohio... 72 
Roth & Rosenberg Shoe Co., Phila., Pa.. 197 





June § 


Oui 


Schwart 
Shirley 
Sherwoe 
Smith, 
Stacy-A 
Stetson 


Swan S 
Sweet, 


Truitt 


Wright 


LE/ 


Amalga 
Armstr 
Avon § 


Basnet, 
Bayer 
Bearfoc 
Beebe, 
Beggs 


Colonia 
Creese 


Essex | 
Evans, 


Goodric 
Goodye 


Hale, : 
Hamilt 
Hecht, 

Hub G 
Hunt-F 


Kepner 
Keysto: 


Lawre! 
Levor, 


New C 
Ohio I 
Quake: 


Respro 
Robert 


Schmic 
Seton 
Snyder 
Stands 
Surpas 
York 


Thaye! 





June 80, 1928 


Our Advertisers in 


Schwartz & Herder, Inc., Philadelphia, Pa. 4 
Shirley Shoe Co., New York City 

Sherwood Shoe Co., Rochester, N. 

Smith, Wm. Sumner, egy il 
Stacy-Adams Co., Brockto 

Stetson Shoe Co., So. Wepmeuth, Mass 


Front ‘Cover 
Swan Shoe Co., Baltimore, Md 6 
Sweet, Alfred J., Co., Auburn, Me 


Truitt Bros., Inc., Binghamton, N. Y... 


United States Rubber Co., New York ane 
Cit 
United States Shoe Co., Cincinnati, O..4-5, a. 


Unity Shoe Mfg. Co., Lynn, Mass 


Wall-Streeter Shoe Co., = Adams, Mass. = 


Walton, A. G., Co., Bos 
Weinbrenner, Albert H., Co., Milwaukee, 


Wis 
Willits Shoe Co., Halifax, Pa 
Wise & a on Shoe Co., Auburn, Me.. 
Wright, E , Co., Inc., Rockland, Mass, 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Phila., Pa. 
Armstrong Cork Co., Lancaster, Pa 
Avon Sole Co., Avon, Mass 


Basnet, J. S., & Sons, Boston, Mass 

Bayer Bros., New York 

Bearfoot Sole Co., Boston 175 
Beebe, Lucius. & Sons, Boston, Mass.2d cover 

Beggs & Cobb Co., Boston, Mass 195 


Colonial Tanning Co.. 
Creese 


Essex Rubber Co., Trenton, N. J 169 

Evans, Johh R., & Co., Camden, N. J... .18-19 
Goodrich, B. F., Rubber Co., Akron, O..54-55 
Goodyear Tire & Rubber Co., Akron, O. .26-27 


Hale, Alfred, Rubber Co., Atlantic, Mass. 
Hamilton Wade Co., Brockton, Mass.... 
Hecht, F., & Co., New York City 
Hub Gore Makers, Chelsea, Mass 
Hunt-Rankin Leather Co., Boston 


I. T. S. Co., Elyria, Ohio 


Kepner, C. D., 


Co. 
Keystone Leather to ep op hila., Pa....3rd cover 


Leather Co., Boston... .33-34 


Lawrence, A. C., 
9-10-11 


Levor, G., & Co., New York City 
New Castle Leather Co., New York City. 65 
Ohio Leather Co., Girard, Ohio 

Quaker City Morocco Co., Phila., Pa.... 52 


Respro, Inc., Providence, R. I 13 
Robertson Leather Co., New York City... 79 


Schmidt, Carl E., & Co., Detroit, Mich. 187 
Seton Leather Co., Newark, J. — 
Snyder, H. S. & M. W., Boston. 

Standard Kid Co., Boston 

Surpass Leather Co., Boston and New 


Thayer Foss Co., Boston 


New ena 
New York 


—_— States Leather Co., 
Unite States Rubber Co., 


62-63 


West Virginia Pulp & Paper Co., New 
York City 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., Chicago, Ill 
American Seating Co., Chicago, tll 
Andrews, A. H., Co., Chicago, Il 





this Issue 


Cahill Carton Co., Harrisburg, Pa 
> Vamp Easer, Valley Stream, . 


Follis, W. E., Adv. Service, Chicago 

rlexlume Corp., Buffalo, N. Y 

Govdwin, C. L., & Co., Inc., Worcester, 
Mass. 


Grand Rapids Store 
Grand Rapids, Mich 


Equipment Corp., 


aa Shoe Novelty Co., Haverhill, 


Kawneer Co., Niles, 
Myers, F. E., & Bro. Co., Ashland, Ohio 201 
Milbradt Mfg. Co., St. Louis, Mo...... 201 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 1 


Onken, Oscar, Co., Cincinnati, Ohio 


Pollinger, M. D., Co., St. Louis, Mo.... 


Schack Artificial Flower Co., Chicago, Ill. 160 
Segall & Co., Philadelphia, Pa 201 


Whitcher, Frank W., Co., Boston 
X-Ray Shoe Fitter, Inc., Milwaukee, Wis.. 170 


SHOE ORNAMENTS 
Cracovaner, New York City 
Dalrymple-Dudley Co., Haverhill, Mass... 


—- Slipper Supply Co., New York 
19 


Jefferson Import Corp., New York City.. 151 
Maison Mann, Inc., New York City 

Reynolds Co., Providence, R. 

Trifari & De Alteriis, New York City.... 198 


Vanity Novelty Works, Brooklyn, N. Y.. 151 
Veith, A. & H., Inc., New York City.... 198 


Weil, Leon, New York City 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 

Beckwith Mfg. Co., Boston 

Ochs, Inc., 


Conaway, Winters, Boston, 
112 


Dunbar Pattern Co., Brockton, Mass.... 166 

Fenkart & Sons, Inc., Union City, N. J. 198 

Kluge, E. H., Weaving Co., New York 
City 202 


United Shoe Machinery Corp., 
M 47, 114, 


Boston, 
130, 162, 203 
MISCELLANEOUS 

Boston Shoe and Leather Fair 


Central Mfgrs. Mutual 


Ins. Co., Van 
Wert, Ohio 14 


Federated Shoe Stores of America, Bos- 
ton, Mass. 1 

Glauberg, Max, New York City 

Inc., 


Meyer, Brooklyn, 
N. Y. 202 


New York Export Purchasing Corporation, 
New York City 2 
Penney, J. C., Co., New York City 


Stanger, New York City 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 


HY do men pay $10 without 

hesitation for a sports sweater, 
$5 a pair for loud-speaking golf hose, 
$45 for a set of matched, self-driv- 
ing woods—and yet balk like a steer 
at being asked to pay a reasonable 
price for a pair of good-looking, 
sturdy shoes with which to climb in 
and out of traps? And yet it is a 
fact that the awakened male still 
dresses himself like a million dollars 
when headed for the links, with the 
exception of his feet. We must 
make him golf-shoe conscious, and 
Ernest A. Burrill points the way in 
our next week’s issue. 


AVE you been reading the 

series by Richard L. Prather? 
Here comes the fifth, devoted to a 
discussion on “How Do You Stand 
with Your Trade?” “A department 
store,” he writes, “makes it a prac- 
tice once or twice a year to advertise 
for complaints. Good big space is 
used in the newspapers in which peo- 
ple are asked to write or call and 
tell their troubles to Mr. So-and-So.” 
Then he proceeds to point out innu- 
merable ways in which the same 
principle can be applied in the shoe 
store and the vital importance of 
applying it. 
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Good Shoes ave made BETTER with 
INVISIBLE MIDDLESOLE 


NVISIBLE MIDDLESOLE is a bottom 
filler that adds the wear of a middle sole to 


the shoe. 


~~ 


INVISIBLE MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


o“-— 


INVISIBLE MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


Roa taaell 


INVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


laa teal 


INVISIBLE MIDDLESOLE adds to health and com- 
fort by providing a flat, damp-proof insole. 


—— 


INVISIBLE MIDDLESOLE will not crawl or bunch 
and so eliminates cause of frequent customer com- 
plaints due to uneven wear on insole and outsole. 





—< 


INVISIBLE MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 


put Invisible Middlesole (Bottom Filler) in your shoes 


MR. SHOE BUYER: Ask your shoe manufacturer to 
—send for descriptive folder and coupon book today 


— 


BECKWITH MANUFACTURING COMPANY 


STATLER BUILDING Manufacturers of Uulco Products BOSTON, MASS. 


a || 
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